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California Agents 
Start Anti-trust Suit 
Against Seven Cos. 


Charge Defendants With Conspiracy 
“to Fix and Maintain Arbitrary 
Non-Competitive Commissions” 


CRAFTS OFFERS SOLUTION 


Advises Agents Who Feel Aggrieved 
to Sit Down as Independent Con- 
tractors With Their Principals 


The long-awaited anti-trust action of 
the California insurance agents against 
seven major insurance companies has 
been filed in the Federal District Court 
Francisco. Named as defendants 
suit were Aetna Casualty & 
Surety, Fireman’s Fund, Great American 
Indemnity, Pacific Indemnity, Royal In- 
demnity, Travelers Indemnity and United 
Pacific. The charge brought against these 
defendants by the more than 100 pro- 
ducers who are the plaintiffs is that 
the companies engaged in a conspiracy 
“to fix and maintain arbitrary, non- 
competitive commissions |on automobile 
liability insurance] in restraint of inter- 
state trade and commerce. 

Direct plaintiffs in the suit are most 


in San 
in the 


of the officers of the California Asso- 
ciation of Insurance Agents. In addition 
there are 360 agents and brokers who 


have assigned their rights in the matter 
to the California League of Independent 
Insurance Producers, a vehicle especially 
set up to carry on the suit, 

Specifically, the plaintiff producers 
seek to have action of the defendant 
companies in reducing automobile com- 
missions in 1958 adjudged to be a con- 
spiracy and to be enjoined. Also sought 
is treble repayment of damages suffered 
where the actual damage is brought out 
in the trial by examination of the com- 
panies’ books. 


James F. Crafts First to React 


First reaction to the anti-trust action 
came from James F. Crafts, president 
of Fireman’s Fund, who expressed keen 
regret that the suit had been filed. He 
said he was not worried over the charge 
brought against his company for “with- 
out exception commission arrangements 
are matters of independent contract with 
each of our agents.” 

Mr. Crafts expressed concern, 
ever, over the countrywide 
suit will have on the American Agency 
System. He pointed out that for many 
years the relationship between capital 
stock insurance companies and_ their 
agents has been one of mutual respect 
and understanding. “Heretofore, there 
has been little occasion to establish the 
respective legal rights of the insurance 

(Continued on Page 24) 
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RELIABILITY 


Yesterday is in 
our files 


The calendar doesn’t lie. We've hit our 
50th birthday year at Jaffe Agency, but 
we refuse to “remember when.” 
We’re concerned only with this month, 
next month and all the months up 
through the next 50 years in relation to 
how they’ll affect the insurance 
industry. 

Brokers constantly discover Jaffe 
Agency has young ideas superimposed 
on mature experience in dealing with 
problems. That counts when you need 
strong facilities and good markets. 
Drop in on us. 





Fire, Inland & Ocean Marine 
Automobile, Liability 
Compensation, Disability 
Burglary, Glass, Bonds 
Boiler & Machinery, Life 


JAFFE AGENCY, INC. 


Insurance Underwriters 
45 John Street, New York 38, N. Y. BArclay 7-8900 


Member N.Y. Insurance Auents Asor Ir 





Here’s... 


BIG NEWS 


Hs Exciting! © IH, Newt DY, ee You! 


Colonial Adopts 
GRADED PREMIUM SERIES 


Based on Size of Policy 
New Plans ° Competitive Rates 
More Flexibility ¢ Higher Values 
More Liberal Policy Benefits 


PLUS Guaranteed Insurability Plan and Many 
Other Exciting Innovations To Help You Sell 


Ask your nearest General Agent, Branch Office or Regional Super- 
intendent for rates and details. They are yours for the asking! 


The 
Colonial Life 


INSURANCE COMPANY OF AMERICA 
Home Office: East Orange, New Jersey 

















Union Central Limits 
Minimum Deposit Use 


To Occasional Case 


President John ‘A. Lloyd Says This 
Contract “Has Gotten Out of 
Hand” in Industry 


NOT DISCONTINUING FORM 


Taking Policy Loan Note as First 
Premium Violates Basic Tenets 
of Insurance 





restricting the 
use of Minimum Deposit policies because 
“they have gotten out of hand,” Presi- 
dent John A. Lloyd told a conference of 
its managers and 
week, 


Union Central Life is 


general last 
The company is not discontinuing 
the policy but it has been removed from 
the rate book. (Pacific Mutual 
cently withdrew its Minimum 
policy.) 

Approves Occasional Use 
policy itself,’ said Mr. 
“can be used properly for business insur- 


agents 


Life re- 
Deposit 


“The Lloyd, 


ance, for split dollar cases and in those 
very occasional instances where bank 
loan financing is indicated as proper. | 


‘very occasional’ deliber- 


because I 


use the words 


ately believe the occasions 
where such financing plans are proper 
that—very 


“We put the policy on the market to 





are just occasional. 

be used as I have described. It soon got 
It has gotten out of hand 
industry. By 
whatever name the companies call them, 
uncontrolled in their sale, 


out of hand. 


in the entire insurance 


these policies, 


have done much more evil than they 
have good, They have mortgaged the 
insurance estates of many buyers. They 
have been sold to people who never 
should have bought them. Their improper 
sale has produced inordinately high 
lapses for the companies which write 


The production has a false glow 
with no _ re- 
sultant strengthening of the companies. 

“Where you have a policy which can 


them. 


of astronomical figures 


be purchased with a small cash payment 


and a policy loan, there is just no de- 


fense for such an operation when you 
analyse it carefully. We ask ourselves 
Who is entitled to a policy loan and 


why is he so entitled? Of course the 
only correct answer is that only a policy- 
holder is entitled to a policy loan and 
he is so entitled because he can borrow 
on the reserve which he has put into 
his policy as security. 
Use of Reserves 

“An applicant is not a_ policyholder. 
Until he 
ment of a premium in cash and has thus 


has become one by the pay- 


established a policy reserve he is not 
entitled to a policy loan. When you lend 
a policyholder use the re- 
(Continued on Page 10) 


money you 








Page 2 





January 9, 1959 






































1 
he has Hel 

goo%% 
BREADTH ne 
at his ES 






fingertips 









‘The John Hancock representative carries a broad variety of modern merchandise 
in his portfolio. It is modern life insurance protection—Family policies, Business 
life insurance, Personal Health insurance, Annuities, as well as a wide range of 
up-to-date Group plans and all regular forms of life policies. With his training 
and knowledge, and these policies, he is prepared to serve his clients’ needs as 
they arise. And with the prestige of the John Hancock behind hin, he is also 
able to close more sales for consistently larger amounts of needed insurance. 
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Northwestern Mutual Life Eastern Meeting 


President Slichter Reviews Year 


Excellent Investment Results; Savings Aspects of Policies 


Could Be Better Sold; Sees Minimum Deposit Operations 
“Cut Down To Size” 


Operations of Northwestern Mutual 
Life for the past year were reviewed 
by President Donald C. Slichter before 
the Eastern Conference of its field force 
at Waldorf-Astoria, New York, this weck 
during which he touched on subjects of 
broad interest in the business. 

On minimum deposit policies President 
Slichter said: “I recognize that there are 
situations where debt is helpful and 
proper; I also recognize that those are 
relatively number and_ should 
make up a proportion of 


few in 
very minor 
sales, 

“It makes little 
the initial borrowing takes place under 
a bank loan or through the company, 
the program contemplates the purchaser 
will avoid saving to the maximum degree 
possible. Is this and in our 
over-all national interest? The answer 
is quite clearly, ‘No.’ Since when are 
paper debt transactions productive? The 
process either expands bank credit and 
thus the money supply, building up 
pressure on prices, or it puts IOUs into 
the issuing insurance company and thus 
the sale is not a creative source for the 
all-important capital market. The whole 
subject involves questions of misrepre- 
sentation, discrimination, false sales in- 
centives, and the twisting of business. 

“We have over the past ten years 
stated our position on the ‘bank loan 
plan’ on a number of occasions. Time 
and events have amply demonstrated the 
foresight and soundness of our policy. 
Northwestern has opposed the bank or 
borrow plan except under the most care- 
fully controlled use of the plan. We have 
applied sound underwriting standards; 
we have not permitted the assignment of 
prepaid premiums. We have discouraged 
the agent who wanted to major in the 
gimmick sales, _ the ‘something for 
nothing’ tax avoidance transaction, 

“The industry and some of the state 
Insurance Commissioners are concerned 
about the great burst in volume of 
minimum deposit policy selling, chiefly 
of early, high cash value contracts, and 
the by-product it brings—twisting and 
high lapse rates. We are reasonably 
optimistic this problem will be cut down 
to size.” 


difference whether 


desirable 


Tell Investment Merits of Insurance 


The investment aspects of life insur- 
ance could be better sold, Mr. Slichter 
said. “I strongly believe we should 
vigorously tell people about the invest- 
ment merits of our product,” he said. 
“Its value grows each year by a strong 





N. W. Convention Chairmen 


Chairmen of meetings at main con- 
vention of Northwestern Mutual Eastern 
territory agents at Waldorf Astoria this 


week were Thomas H. Bacon, New 
York; Sidney F. Greeley, Jr., Framing- 


ham, Mass.; Herman E. Chermak, Levit- 
town, ; W. Bradford Cushm: i, CLU; 
‘Sir ery Me.; and Robert W. Kersting, 
Clarksburg, W. Va. 

Toastmaster at the company’s banquet 
Monday night was Chairman Edmund 
Fitzgerald. 

Among home office men on the con- 
vention program were V. E. Henning- 
sen, actuary, and Harold W. Baird, 
superintendent of agencies, and H. W. 
Gardiner, superintendent of education 
and field training. 


DONALD C. SLICHTER 


and substantial compound interest factor 
which accumulates on a much more 
favorable tax basis than when carried 
out in an individual account. I think that 
instead of being on the defensive in 
this investment question as evidently 
some field people are, we should be on 
the offensive.” 


Year Shows Excellent Results 
Operations last year showed excellent 





results in all departments, President 


Slichter reported. 

“Sales last year were the second high- 
est in our entire history—$736 million— 
down a small 2%, only $16 million from 
our history-making centennial year,” he 
reported. 

“Insurance in force now exceeds $9.30 
billion. Sales produced a good gain in- 
force—about 5%—not just a churning of 
existing business. Our low lapse rate 
supports that statement, 2.9%. This is 
up a bit from a year ago due in part 
to a greater volume of pension trust 
surrenders. Since mid-year, lapses have 
pretty well leveled off. Our low lapse 
rate is the hallmark of our fine field 
organization. We expect to maintain 
this highly desirable persistency. 

“Mortality, too, was excellent last 
year; and the record tops our experience 
in recent years by a good margin, Gains 
from mortality were over $3 million 
greater than in 1957 and that, of course, 
was of significant aid in making it 
possible to increase the dividend again— 
the seventh time in a row. 

“The finance committee in its 97 meet- 
ings in 1958 authorized the acquisition 
of $236 million mortgages at 5.53%, 
and $147 million securities at 5.10%. 
During the year we acquired $190 million 
of mortgages yielding 5.55% and new 
securities in the amount of $161 million 
at a rate of 5.10%. Thus the $351 million 
of new investments produced a yield of 
5.34%. At year end, we had mortgages 
and bond commitments outstanding of 
210 million at a rate of 5.42%. The in- 
vestment outlook for this year is favor- 
able. 

“Our over-all investment return, after 
all expenses except Federal income taxes, 
last year reached 4%, our best rate 
since 1934. In the past ten years it has 
improved by over 30%. We have moved 
from the middle of some twenty or so 
companies which we regard as competi- 
tors to the very top two or three. We 
desire and expect to maintain a strong 
competitive position in our rate of 
return.” 


Dineen Cool to“Borrow to Buy” Policies 


Says Insurance Program Should Look as Good 
at End as at Beginning 


vice president, 


in an address de- 


Robert E, Dineen, 
Northwestern Mutual, 
livered before the company’s annual 
meeting of agents of New England, 
Middle and South Atlantic states held 
in Waldorf Astoria here this week gave 
his company’s viewpoint of what he 
called “borrow to buy” area. 

The Northwestern Mutual, which was 
about to some of its contracts, 
spent a year in carefully reviewing the 
broad question of policy underlying new 
changes and developments. He said there 
was plenty of encouragement to plunge 
into the buy” waters, not 
just the shallow area but into the deepest 
parts. 


revise 


‘borrow to 


The Contracts Discussed 


“The obvious course to facilitate sales 
in this area,’ he said, “was to provide 
an early cash value policy—probably 
a special—and with it an optional one 
year annual term rider. This would be 
financed by the dividend accumulation 
account and would be available to cover 
the debt on the contract, thus keeping 
the face amount at full level irrespective 
of the borrowing. It was pointed out 
to us that where the sale contemplated 
‘stripping’ the cash value from the con- 
tract through the borrowing route, a 





ROBERT E. 


DINEEN 


55% first year commission on the un- 
stripped contract was actually equivalent 
to more than a 90% first year commis- 
sion measured against the first year out 
of pocket expenditure by the buyer. 
Furthermore, while the agent was almost 
doubling his commission, the buyer was 





No Greater Insurance 
Glamour Than Now: Hill 


SCOFFS GOOD OLD DAYS TALK 


Northwestern Mutual’s Agency V.P. 
Cites Success of Many New Men 
in the Business 


Hill, who will retire as agency 
Northwestern Mutual 
a warm reception 
this 


Eastern 


Grant L. 
vice president of 
Life in May, 
at Waldorf-A 


appeared at the 


received 


storia week when he 


regional con 


vention of agents. For many years at this 


annual meeting held in New York in 





GRANT L. 


HILL 


January he has invariably been one of 
the most popular speakers of the home 
office delegation. His manner of pre- 
paring his talk is unique. It is largely a 
discussion of field personalities in which 
he recites unusually successful records, 
but which he asserts many could dupli- 
cate if they put as much energy, enthu- 
siasm and planning in their work as the 
leaders he selects as examples. 

While Mr. Hill generally pays an ac- 
colade to such outstanding Northwest- 
ern leaders as A. J. Ostheimer and the 
Finkbiners of Philadelphia, Royall R. 
Brown of Winston-Salem and Lew Stern 
of Minneapolis, he always makes some 
mention of agents in the $400,000 to 
$600,000 class and sometimes of agents 
who successfully overcome physical 
handicaps. 

In his talk this week he gave special 
emphasis to men entering the business 
recently who qualified for a million their 
first year. 

“As I consider such achievements by 
men who started in the business with- 
out experience and so speedily imbibed 
the know-how, and innumerable other 
fine examples of achievement encount- 
ered by me over the years, I am more 
than ever convinced that no business 
has greater opportunities which can be 
quickly captured in the field,” said Mr. 
Hill. “I have heard considerable refer- 
ence to the glamour of the ‘good old 
days,’ but this convention is a fine ex- 
ample of the fact that glamour in life 
insurance is anything but an _ elusive 
quality and falls in no particular period. 
The ‘good old days’ are here right now, 
in the guise of the good new days.” 





almost doubling the amount of ‘perma- 
nent’ insurance he could buy for the 
same amount of money. This was magic 
at work—the easy sale. 

“To be sure, we found that due to the 
tax advantage this kind of term cov erage 
could be bought fairly economically in 
the early years. And it is true that 

(Continued on Page 
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Guardian Advances Four Officers, Five Others Promoted 


Association of Insurance Counsel. He 


Guardian Life has announced the ad- 
has served in the past on joint com- 


vancement of four officers and the pro- 


motion of five employes to the com-_ mittees of the American Life Convention 
pany’s official staff. and the Life Insurance Association of 
Charles H. Edwards has been named America, including the New York State 


affirmative legislation committee and the 
premium tax committee. 
A native of Hungary, 


vice president and underwriting secre- 
tary; Price H. Topping, vice president 


and associate general counsel; Peter M. Mr. Tompa re- 





TOMPA 


CHARLES H. EDWARDS PETER M. 


ceived his degree in Insurance Sciences 


Tompa, actuary; and Edward C. Zeiger, 
Vienna, Austria. He joined Guardian 


actuary. in 


The new officers are William J. jin 1942 upon his arrival in this country, 
Burrell, assistant counsel; Eugene F. and became assistant actu ry in 1950, 
Dorfman, assistant actuary; Albert and associate actuary in 1954. Mr. Tompa 
Jacob, assistant actuary, Thomas J. Kelly, js a Fellow of the Society of Actuaries, 


a member of the research advisory sub- 
committee on distribution costs for 
LIAMA, a member of the American 
Pension Conference and An_ affiliate 
member of the Conference of Actuaries 
and was appointed jy Public Practice. 

Mr. Zeiger is a graduate of Stevens 
Institute and holds a_ Master’s degree 
from Columbia. He joined Guardian in 
1936 and was named assistant actuary 
in 1948 and associate actuary in 1954. 
He is a Fellow of the Society of Actu- 
aries. 

A graduate of Siena 
Albany Law School, Mr. 
attorney for the New York State In- 
surance Department prior to joining 
Guardian’s Soules department in 1956. 
He is a member of the American Bar 
Association and the legal section of the 
American Life Convention. 

A graduate of Williams College, Mr. 
Dorfman joined Guardian’s actuarial de- 
partment in 1937, and has been respon- 
sible for all phases of actuarial work in 
connection with the company’s accident 
and health program. Te is a Fellow 
of the Society of Actuaries. 

Mr. Jacob is a native of England and 
a graduate of the University of London. 
He was associated with Woodward, 
Ryan, Sharpe and Davis, and later with 
the Pension Planning Co. in New York, 
prior to joining Guardian as_ senior 
mathematician last year. He is a Fellow 
of the Institute of Actuaries and an 
Associate of the Society of Actuaries. 


actuary, and Raymond O'Day, 
secretary. 
Careers 
A graduate of New York University, 
Mr. Edwards joined Guardian’s medical 
department in 1932 


assistant 
assistant 


College and the 
Burrell was an 





PRICE H. TOPPING 


; ae oh Mr. Kelly is a native of New York 
to the company’s official staff in Jan- City. He is a graduate of CCNY and 
uary of 1948. He was underwriting has taken graduate studies in business 


administration at Columbia. He joined 
Guardian in 1955 and has been respon- 
mM ; sible for all phases of actuarial work 
the auditing committee of the Home in Guardian’s Group department since 
Office Life Underwriters Association and its organization two years ago. He is 
the board of directors of the Amityville an associate of the Society of Actuaries. 


secretary prior to his present promotion, 
A member of the Institute of Home 
Office Underwriters, Mr. Edwards is on 


(i. I.) Club. A native New Yorker, Mr. O’Day is 
_ Mr. Topping received his law degree a graduate of Kent University in Ohio 
from the University of Buffalo, and was and attended the university of North 
admitted to the Ne >W York Bar in 1930. Carolina Law “ hool. He joined Guar- 


He joined Guardian’s law department in 
1933, and was named assistant counsel 
in 1940. He has been associate general 
counsel for the company since 1947. He 
is vice chairman of the committee on 
life insurance law of the American Bar 
Association and chairman of the life 
insurance committee of the International 


dian in 1954 as A. & H. claim supervisor, 
and will now head the company’s acci- 
dent and health claim operations. Mr. 
O’Day is a member of the Eastern Life 
Claims Conference and the International 
Claim Association, and a past vice presi- 
dent of the Accident and Health Club of 
New York, 


Massachusetts Mutual 
Investment Earnings 


CLOSE TO 4% IN PAST YEAR 


President Kalmbach Sees Outlook Favor- 
able; Current Yield 5.31%; Invest- 
ments In Common Stocks 
Earnings for 1958 on invested assets 
of Massachusetts Mutual Life before 
deductions for Federal income taxes, 
will be close to 4%, Leland J. Kalmbach, 
president announced. This represents a 
22-year high and is a major factor in 
the continuation of the company’s liberal 
dividend schedules for the year 1959. It 
will also permit the crediting of interest 
at a satisfactory rate to employe pension 
funds administered by the company and 
result in a continuation of the present 
rate of return on other funds left with 
the company. 


Current Yields 5.31% 


During the first 11 months of 1958, 
investment income rose to $80,692,383. 
This was 8% higher than investment 
income reported for the same period of 
the preceeding year. New investments 
in stocks, bonds (excluding temporary 
investments in short-term government 
bonds), mortgage loans and real estate 
totaled $203,114,763 for the 11-month 
period. These investments were made at 
an average gross return of 5.31% This 
compares with an average gross return 
of 4.86% received on investments made 
in the same period of 1957. 

Mr. Kalmbach took a most favorable 
view of the company’s overall investment 
situation, He said that there is a con- 
tinuing demand for loans on the part 
of both old and new customers. “As 
funds are received, we are investing 
them at rates which are most satisfactory 
when compared with a year ago,” he 
stated. 

Mr. Kalmbach feels that, for the fore- 
seeable future, rates will at least remain 


on their current satisfactory basis and 
that the company’s earnings from in- 
vestment can be expected to be sub- 


stantially higher in 1959 than they were 
in 1958. 

Commenting on the market for equity 
securities, he said that perhaps the most 
important factor in the recent rise in 
stocks has been a result of continued 
sound buying on the part of financial 
institutions without a corresponding in- 
crease in the supply of high-grade 
securities. “There is also a recognition 
that we are emerging from the recent 
recession and that business should be 
prosperous on the whole in 1959,” he 
said. In his opinion, market values will 
fluctuate but should continue at or near 
present levels during the early part of 
1959. 


Investments In Common Stocks 


Mr. Kalmbach pointed out that the 
company’s investment portfolio is strong- 
er than it has ever been. The company 
has attempted to keep abreast of changes 
in the financial field and has steadily 
attempted to dispose of short-term 
maturities bearing low yields and pur- 
chase higher-yield investments without 
a weakening of security. 

Since 1950, the company has followed 
a program of selective and gradual buy- 
ing of common stocks. The current 
market value of the common stock port- 
folio is about $90.000.000 as against an 
original cost of $58,500,000. The com- 
pany has endeavored to concentrate its 
purchz ise of common stocks in securities 
which give promise of dividend increases. 
A recent study of a _ representative 
sample of common stocks held by the 
company showed that stocks which were 
purchased some four years aco to vield 
5.8% now show an average yield of 8% 
based on their original cost due to divi- 
dend increases which have taken place. 

The Massachusetts Mutual has also in- 
creased it morteage portfolio from 19.1% 
of assets in 1950 to 30% of its assets 
this year and it stow holds first mort- 
gage loans totaling $692.328.537. U. S. 
Government honds and notes together 
with industrial and public utility bonds 
amount to more than one billion dollars. 


Erdevig Made An Officer 
Of Northwestern Mutual 





ERDEVIG 


JAMES W. 


James W. Erdevig has been appointed 
an officer of Northwestern Mutual Life 
with the title of assistant manager mort- 
gage services. 

Mr. Erdevig joined Northwestern 
Mutual in 1951 as a loan representative 
with the firm’s Chicago mortgage loan 

In 1954 he went to the 
office, Milwaukee, as a 
the residence mortgages 
the mortgage loan depart- 


regional office. 
firm’s home 
specialist in 
division of 
ment. 

Prior to joining NML, he had been an 


assistant loan officer with the Austin 
Federal Savings & Loan association, 


Chicago. During World War II he was 
a first lieutenant in the Marine Corps, 
serving as combat cargo officer aboard 
the U.S.S. Renville in the Pacific theatre. 
Mr. Erdevig earned his B.A. degree from 
3eloit college in 1947 and did graduate 
work in the School of Commerce, North- 
western university. 

At Northwestern Mutual, Mr. Erdevig 
was the 1957-58 program chairman of 
the Supervisors-Specialists association ; 
in the Milwaukee community he has 
served as a team captain in Community 
Chest and YMCA campaigns. 





LIAMA Consultants Named 


Three senior consultants in the 
company relations division have been 
named at the Life Insurance Agency 


Management Association, according to 
an announcement by Managing Director 
J. Harry Wood. 

G. Fred Affleck, L. Warren Isom and 
Philip H. Yost were promoted to senior 
consultants by LIAMA’s board of direc- 
tors. 


Mr. 


Affleck joined the Association in 


January, 1958, as a consultant in the 
company relations division. Prior to that 
he had been a training specialist for 
Equitable Life Assurance Society. Mr. 


Affleck had been with Equitable since 
1945 when he became an agent in Spring- 
field, Mass.; was made a unit manager 
a year later, and in 1952 was transferred 
to the training department. 

Mr. Isom was a representative in 
Omaha for Bankers Life of Nebraska 
when he joined LIAMA as a consultant 
in August, 1957. He was assistant actuary 
with Security Benefit Life in Topeka 
from 1952 to 1954 when he joined Mid- 
west Life in Lincoln as assistant actuary 


and assistant secretary. He _ joined 
Jankers of Nebraska early in 1957. 
Mr. Yost went to the company rela- 


tions staff of LIAMA in February of 
last year from Connecticut General Life. 
He had been in the personnel depart- 
ment, handling the company’s college 
recruiting program and relations with 
college campuses, and in 1956 was trans- 
ferred to the agency department. 
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WESTERN 
<(7 AND SOUTHERN’S 


New Programming, Sowice 


a modern solution to a modern problem 


Western and Southern Prospects are getting a brand new approach to life insurance 
programming. “Guide to Security’’, a quick closer, meets the problem head-on with 
dramatic ease and effectiveness. Whether the need is for final expense, mortgage 
cancellation, monthly income, career fund or retirement income, “Guide to Security” 
selling takes the guess work out of programming by placing the prospect’s problem 
before him, clearly and concisely. “Guide to Security” is indeed a modern solution 
to a modern problem. 
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Life Company Group 
For Balanced Budget 


BACK PRESIDENT EISENHOWER 


Committee Headed by O. Kelley Ander- 
son Urges Public Support of 
Fight on Inflation 


The life insurance business threw its 
full President 
hower’s the 
budget for 1960 fiscal year 
basic move in the fight 
threat of further inflation. 

In a statement issued by the Economic 
Policy Committee of the Life Insurance 
Business, the life companies called on 
the American public to support the 
President in his move. O. Kelley Ander- 
son, president of New England Life, is 
chairman of the committee. 

Declaring that the economic and re- 
covery prospects for 1959 justified the 
President in his expectations that the 
budget could be balanced at income and 
outgo levels of about $77 billion, the 
statement declared: 

“Tf this country is to take seriously 
the threat of inflation, with its devastat- 
ing effects upon our economy and the 
welfare of its citizens, the President’s 
action should enlist universal support. 
A balanced budget means living within 
our means. It is a sound step necessary 
to avoid a further drop in the purchasing 
power of the dollar. To incur a Federal 
deficit in prosperous times would surely 
produce a further rise in the cost of 
living.” 


behind Eisen- 


to balance 


support 

drive Federal 

as a 
the 


the 
against 


See Recovery Continuing 


As for the economic prospects for the 
year, the statement said: “The decision 
to bring the Federal budget into balance 
in the next fiscal year is supported by 
economic developments in recent months. 
Since the low point in the short business 
recession reached last Spring, an excel- 
lent recovery has been achieved and the 
national economy is again approaching 
all-time highs of business activity. Most 
economists trained in business fore- 
casting anticipate that business recovery 
will continue in 1959. Under the business 
conditions which are developing our sys- 
tem of taxes should produce the required 
revenue to meet the estimated budget of 
$77 billion.” 

The statement of the life companies 
went on to point out that the key 
question is whether Federal expenditures 
can be held to $77 billion, and that it 
is here where the President will need 
support in his drive to bring the budget 
into balance, 

“The budget wisely provides for no 
stinting of national defense expenditures, 
which will be at a peacetime high,” the 
statement said. “However, to hold within 
the $77 billion limit the President calls 
for the ending of some temporary domes- 
tic programs and the holding of other 
non-defense programs at levels consis- 
tent with the public interest. This pro- 
gram should be strongly supported by 
the American people.” 

Pointing out their concern over the 
strength of the inflationary forces in the 
economy and their impact on the dollar, 
the life companies in their statement 
said: 

“There is little doubt that the large 
Federal deficit which developed this year 
caused great concern and fear by the 
American people of a further rise in 
the cost of living. The experience which 
other countries have had since the war, 
and earlier, shows clearly that sound 
Government financing is the prime essen- 
tial for maintaining stability in the 
value of the dollar.” 

In addition to Mr. Anderson, the other 
members of the Economic Policy Com- 
mittee of the Life Insurance Business 
are: Claude L. Benner, president, Conti- 
nental American Life; H. W. Brower, 
president, Occidental of California; Paul 
F. Clark, chairman of John Hancock 
Mutual Life; Louis W. Dawson, presi- 
dent, Mutual of N. Y.; Frederic W. 
Ecker, president, Metropolitan Life; 
Leland J. Kalmbach, president, Massa- 
chusetts Mutual Life; R. B. Richardson, 





Mutual, N.Y. Meets Jan. 12-16 


The managers of Mutual Of New 
York’s 142 agencies throughout the 
United States and Canada will gather 
January 12-16 at the Hollywood Beach 
Hotel, Hollywood, Fla., for their annual 
business conference with officials. 

Among the top-ranking officials who 
will attend the conference are Lewis W. 
Douglas, chairman of the board; Louis 
W. Dawson, president; Roger Hull, CLU, 
executive vice president, and Stanton G. 
Hale, vice president for sales. William 
H. Gove of Coral Gables, Fla., lecturer 
and consultant, will be a guest speaker. 

Joseph N. Latiano, MONY field repre- 
sentative in Ellwood City, Pa., and Harry 
S. Hull, Jr., Pittsburgh agency manager, 
will be featured speakers. Mr. Latiano is 
currently the company’s “Man of the 
Year,” an award given each year for 





outstanding professional activity and 
community service. 
president, Western Life; Donald C. 


Slichter, president, Northwestern Mutual 
Life; Carrol M. Shanks, president, The 
Prudential; Frazar B. Wilde, president, 
Connecticut General Life; and James 
ee Wood, president, Southwestern 
ife. 














cAnnouncing — 








GROUP SALES OPPORTUNITIES 


The rapid expansion of the Group Division of a national New England 
located life insurance company creates opening for several experi- 
enced Group Representatives. Assignment available in a number of 
major cities across the country. Here is an excellent future with a 
fine advancement, income, and benefit advantages. Compensation 
by salary and bonus. All replies confidential. 


BOX NO. 2670 
The Eastern Underwriter, 93-99 Nassau Street, N. Y. 38. 











Royall R. Brown Leader 
Royall R. Brown, CLU, Winston-Salem, 
N. C., was leader of Northwestern Mu- 
tual agents for the period from Decem- 
ber 1, 1957, through November 30, 1958. 
He paid for $2,382,500 in the company. 





Tops Billion Group Life 

State Mutual Life last week crossed 
the billion dollar mark of Group life 
in force by the end-of-year additions 
to benefits by National Association of 
Securities Dealers, a Group policyholder. 








$200 Million in Force in 5 Years of Active Operation. 


GENERAL AGENTS WANTED ... 


Over 200% Commissions During First 20 Years 
Plus Lifetime Renewals 


Our Three Newest Money Making Plans: 
FAMILY GROUP ECONOMY PLAN 


Maximum Protection-Lowest Cost. 
Father Age 30-$5,000; Mother Age 30-$1,000. 
All Children and New Arrivals-$1,000. All this for one 


LOW PREMIUM OF LESS THAN $6 PER MONTH. 
2. INCREASING PROTECTION PREFERRED 
WHOLE LIFE | 


An Exclusive Contract—Originated by Us. 


You'll Hardly Believe It But Here Are 
Two Examples of How the Plan Works 









































Issue Age-30 100 Units Issue Age-40 
Initial Initial 
Annual Annual 
Premium Premium end Premium Premium end 
$6,764 20 yrs. $1,764 $7,558 20 years $2,558 
End Paid- Cash Paid- Cash 
Year Death up or Death up or 
Policy | Benefit |Insurance} Loan Benefit Insurance| Loan 
1 105,000 13,900 5,000 105,000 11,100 8,000 
5 159,800 78,600 31,134 148,200 67,000 33,121 
10 228,300 | 156,400 69,387 202,200 133,200 73,110 
15 279,300 | 224,300 | 111,006 244,200 191,900 | 116,002 
20 330,300 | 284,900 | 156,356 286,200 244,400 | 161,422 






























Premium without Evidence of Insurability; 
in 20 years with the Increasing Amount of Insurance on a Permanent Basis. 


3. WIFE 20-YEAR TERM RIDER 
Issued up to $250,000—50% of Husband's Insurance. If 
husband dies wife's premium is waived. If husband is dis- 
abled wife's premium is waived. ALL THESE BENEFITS— 
WIFE AGE 30—$7 per $1,000 ANNUALLY. 

Also complete line of very competitive policies! 
Attractive Franchises 
in Illinois, New Jersey — Pennsylvania — Maryland — District of 
Columbia — Ohio — Missouri and 26 Other States 


Write or wire: LEO SEXTON, Senior Vice President 


AMERICAN BANKERS LIFE OF FLORIDA 
600 Brickell Ave., Miami 32, Fla. 
JAMES G. RANNI, PRESIDENT 


ALL GUARANTEES 
(a) Guaranteed Permanent Increasing Protection for 20 Years; (b) Guaran- 
teed Increasing Insurability; (c) Guaranteed 4% Interest Rate on Loans of 
$5,000 or More; (d) Guaranteed Paid-up Values 3% C.S.O. Table; (e) Guar- 
anteed 3% Discount Advance Premiums; (f) Guaranteed Conversion to Lower 


(9) Guaranteed Reduced Premium 






Leads Connecticut Mutual 





Fabian etek 
HALSEY D. JOSEPHSON 


For the tenth consecutive year, ever 
since its inception early in 1949, the } 
Halsey D, Josephson Agency led all 
the agencies of Connecticut Mutual. The 
new business volume constitutes an all- 
time agency high. 

While many contributed to the record 
volume, the two extremes in experience 
produced the most impressive results. 
Among the veteran agents, a total of 
eight exceeded the million dollar mark, } 
while agents in their first year in 1958 
produced 9% of the agency’s volume. 

The million dollar agents are Jerry 
Adler, Maxwell H. Bernstein, Isadore 
Dretzin, Charles J. Krasne, Robert U. 


Redpath, Jr., William Schur, Samuel W. 


Seldon and George J. Wall. 

In recognition of their contributions, 
William Schur and Louis Neidenberg, | 
formerly supervisors, have been advanced | 
to assistant general agents. 





Lincoln National Names 
Deason Co-General Agent | 


George B. Deason, son of Leslie C. 
Deason, general agent for Lincoln Na- 
tional Life in Hannibal, Mo., became co- 
general agent with his father. 

George Deason entered the life insur- 
ance business in 1949 following his grad- | 
uation from Northeast Missouri State 
Teachers College where he received his} 
degree in business education and speech. © 
Since becoming a member of his father’s 
agency he has maintained a substantial! 
personal sales record which includes © 
qualification for the Minute-Men Club, 7 
Emancipatos Club, and the Circuit Rider © 
Club—honorary sales organizations of the 
company. = 

He has completed Parts I and II of 
LUTC and has attended the Life Insur- © 
ance Marketing Institute at the Uni- 
versity of Kansas. Active in civic affairs | 
of Hannibal, Mr. Deason is a board ® 
member of the Chamber of Commerce, ) 
past president of the Toastmaster’s™ 
Club, member of the Lion’s Club andl 
Scottish Rite, and district chairman of 7 
the Boy Scout’s Safety Committee. 7 


— 
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New General Agents of 
Aetna on Long Island 

SCHULMAN AND NEWMAN 

Former Also Made Partner of G. V. 


Austin; Latter General Agent 
In Queens 


\o 
wn 
\o 


PSS NCAT 





‘hak ae AOMORI 





Promotions of two well known insur- 
men in the Brooklyn insurance 
area to be general agents were an- 
nounced by Donald E. Hanson, vice 
president of Aetna Life, at a luncheon 


ance 





aes held in Waldorf Astoria Hotel this week. 
They are Joseph Schulman and Harold 

/ C. Newman. Both are with the Gilbert 

al VY. Austin Agency, Brooklyn, one of 


Aetna’s leading general agents in Greater 
New York. At the same time it was 
announced that the name of the agency 
has been changed to Gilbert V. Austin 
& Co., with Mr. Schulman as a partner 
of Mr. Austin. 

Mr. Schulman started with Mr. Austin 
in 1948 as an agent, became a supervisor 
then assistant general agent. He attended 
Boston Latin School and Boston Uni- 
versity, majoring in advertising. He 
joined Aetna after two years in the 

New York advertising field. 

Mr. Newman has been appointed gen- 
erai agent in Queens with offices in 
Jamaica. At Adelphi College, where he 

— got a B.A., he majored in accounting. 
' On leaving college he became a cost 
accountant for Pepsi-Cola Co. and a 
| year later joined Aetna as estate control 
} representative in Brooklyn. He then 
| became brokerage supervisor and agency 
supervisor of Austin agency. 

Mr. Austin’s tenure of general agent 
has covered a long span of years and its 
alumni have furnished Aetna with sev- 
eral agents. 








Canadian New Business at 


$5.5 Billion, Reid Reports 

New life insurance purchased by Cana- 
dians in 1958 reached the highest level 
yet recorded, it was reported by R. H. 
Reid, president of Canadian Life Insur- 
ance Officers Association. Mr. Reid is 
president and managing director of 
London Life of London, Ont. 

An estimated amount of $5% billion 
of new life insurance was brought into 
force during the past year, approximately 
3% more than the 1957 total. This 
amount equals the total life insurance 
in force in Canada at the end of the 
year 1928. 

It is estimated that Ordinary life 
insurance purchases accounted for 77% 
of total sales, Industrial life 2% and 
Group life 21%. 

The life insurance companies furnish 
three out of every four families with 
protection against loss of income re- 
sulting from the death of the family 
head, Mr. Reid said. As the year closed 
Canadians owned approximately $39 bil- 
lion of life insurance. As life insurance 
ownership has grown and the duration 
of policies in force has increased, total 
rent | life insurance benefits continue to show 


rach 





ie C. sizeable increases each year. Benefit 
Na-f payments to Canadian families amounted 
e co- to $475 million in 1958, $35 million more 


than the year before. Benefits to living 
policyholders continue to account for 
nearly two-thirds of policy payments. 












Bassett and Yake Named 


Preston C, Bassett and Richard L. 

ake were elected vice presidents of 
Towers, Perrin, Forster & Crosby, Inc., 
nationally known employe benefit plan 
consultants and actuaries. Both men 
joined the corporation eight and a half 
years ago. Mr. Bassett is in the corpora- 
tion’s home office in Philadelphia, while 
Mr, Yake is manager of the corporation’s 
branch office in New York. 

Mr. Bassett joined TPF&C as an 
assistant actuary in 1950 from The Pru- 
dential where he was engaged in similar 
work. Mr. Yake joined the corporation 
in 1950 after two years with Connecticut 
reneral, 

















New LOMA Co. Members 


Six companies have been approved for 
membership in Life Office Management 
Association. Company membership now 
stands at 347. The new member com- 
panies are: 

General Life Co. of America, Seattle, 
W. L. Campbell, president; Mutual Sav- 
ings Life Insurance Co., Decatur, Ala., 


Melvin Hutson, president; National 
Farmers Union Life Insurance Co., 
Denver, James G. Patton, president; 





Protective Security Life Insurance Co., 
Los Angeles, Arthur Lewis, president; 
United Fidelity Life Insurance Co., Dal- 
las, Cedric Burgher, Sr., president; Aus- 
tralasian Catholic Assurance Co., Ltd., 
Sydney, Australia, Desmond J. Mooney, 
president. 

Home offices of LOMA member com- 
panies are located in 107 cities in 44 
states; 11 cities in 6 provinces of Can- 
ada; Washington, D. C.; Hawaii; Guam 
and 21 foreign countries. 


OLD EQUITY LIFE MANAGER 

Henry W. Karg has been named staté 
manager of the central Ohio territory, 
for Old Equity Life, Evanston, III. Ap 
pointment was announced by Orrin M. 
Neiburger, president of Old Equity. 

Mr. Karg has served as an agent for 
the company in Ohio since joining Old 
Equity in 1957. A World 
War I, Mr. Karg previously was asso- 
ciated with Mutual of Omaha and Con- 
tinental Casualty. 


veteran of 





JOHN W, TALBOT, C.L.U., a 1943 graduate of Williams Colle 
in Pittsfield, Massachusetts. After ten highly successful years of 


.-- for most families in America today. Sooner or later, 
every responsible family head must face up squarely to 


his life insurance responsibilities.” 


“That’s a safe assumption, Mr. Talbot. But how much of 
this inevitable business do you think your agents will get?” 


“They’ll get their full share. As a result of their continuous 
exposure to Berkshire’s modern training program, with 
such special aids as our exclusive ‘Cinematic Learning,’ 
every Agent...novice or seasoned man...can realize a 
constant increase in his own efficiency. Add the fact of 
Berkshire’s sound management and its reputation for serv- 
ice to policyowners, and you will agree our Berkshire Agent 
has a better chance to close any business he goes after.” 








ge and a Navy veteran, joined Berkshire Life in 1946 as an Agent 
personal production, he was named General Agent in the same city. 


“Mr. Talbot, you certainly radiate a good deal of enthusiasm 
for Berkshire’s organization and training program!” 


“Why shouldn’t I? Berkshire has helped me write my suc- 









Life, Accident & Sickness, Pension Plans, Annuities 
George D. Covell, C.L.U., Agency Vice President sq 
PITTSFIELD, MASS. » A MUTUAL COMPANY + 1851 4! 


cess story. I don’t have to look any further than my own 
career, to express the fullest confidence that today Berkshire 


presents the greatest potential for 
personal growth in the industry.” 


ERKS HIRE 


LIFE 


INSURANCE; Co. 
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Gerald Rosner 


TAX-WISE HANDLING of life insur- 
ance proceeds i is one of the first require- 
ments in setting up sound irrevocable 
trusts for your clients, and in the con- 
servation of their estates. Let us help 
you with our complete technical facil- 
ities and our many years of seasoned 
experience. 

GERALD ROSNER, Agency Supervisor 


MATT JAFFE 


ASSOCIATES, LTD. 


431 Sth Ave., N. Y. C. MU. 4-5779 


General Agents 


 Canaba LIFE 
———_pyflee 


urance Company 





Advanced By Provident 





WILLIAM E. BRADFIELD 


The board of directors of Provident 
Mutual Life, Philadelphia, have an- 
nounced the following changes in its 
official staff: 

William E. Bradfield has been ad- 
vanced from administrative assistant to 
assistant manager, Group insurance de- 
partment. W. Stanley Austin and George 
A. Foley were each elected actuarial 
assistant; Leonard H. McCandless was 
elected assistant financial secretary and 
Vernon H. Neff was elected agency 
assistant. 

Mr. Bradfield joined the company in 
1941 as a member of the mortgage loan 
department and shortly after went into 
Naval communications during World 
War II, serving three years, two of 
them in the Pacific Theatre. Upon his 
return, Mr. Bradfield joined the agency 
department and in 1949 was appointed 
supervisor of agency statistics. 





LICENSED IN MARYLAND 
Occidental Life of North Carolina an- 
announces that it has been licensed for 
business in the State of Maryland. The 
company now operates in 22 states. Oc- 
cidental’s home offices are in Raleigh. 


GEORGE H. SHACKELFORD 


Two second vice presidents have been 
appointed by The Travelers, it was an- 
nounced by J. Doyle DeWitt, president, 
following a meeting of the board of di- 
rectors, 

George H. Shackelford was named 
second vice president, life, accident and 
health agency department while James C. 
Smith was named second vice president, 


life underwriting department. 

Mr. Shackelford has been with The 
Travelers since 1946 when he joined the 
company as a field assistant in Rich- 
mond, Va. He was named assistant 


manager there in 1949 and became man- 
ager, life, accident and health lines at the 
me ft: 


Rochester, branch office in 1952. 





JAMES C. SMITH 


In 1953, he became manager at Houston, 
Texas and in 1956 was transferred into 
the home office as assistant superintend- 
ent of agencies. He was promoted to 
superintendent of agencies in 1957. 

Mr. Smith joined The Travelers at 
Newark as a field representative in 1946, 
having previously served as a Travelers 
agent in Princeton, N. J. in 1941-42. He 
later served as assistant manager at 
Trenton and was named manager at 
Erie, Pa., in 1953. In 1955 he was trans- 
ferred to the home office as assistant 
superintendent, salary allotment sales, 
life, accident and health agency depart- 
ment. In 1956 he was named director of 
training and special services in that de- 
partment and in 1957 was promoted to 
secretary, life underwriting department. 





from 





NEW IN 1959 


I 


A WELL-BALANCED COMPANY 


... Executive Special—30 Payment Life 
$20,000 minimum. Especially designed 
for Personal Estate and Business Insur- 
ance Plans. Term Riders may be added. 
Disability Benefits, both Waiver and 


Income. 


... Lower Rates for Women 


3-year set-back in age on four major 
Fidelity minimum amount policies. 





The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA, PENNSYLVANIA 











LIFE EXECUTIVE 
$15,000 


Old Midwestern Company "in the mar- 
ket’ for Executive to manage all admin- 
istrative matters. 

Company visualizes man in late 40's or 
late 50's with a background including all 
phases of Home Office operations. They 
have decided preference for individual that 
has acquired his background with a small 
Company. Range of experience should have 
included close contact with Agency opera- 
tions, some Legal or Actuarial duties, 
preferably with y. 

For the right man there will be rapid 
promotion to high Executive status. All 
inquiries handled "euidautiete. 

INTERESTED IN HAVING TOP EXECU- 
TIVE OPENINGS BROUGHT TO YOUR 
ATTENTION? ACTIVELY IN THE MAR- 
KET FOR A NEW POSITION? 

Write for HOW WE OPERATE. No ob- 
ligation to register. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells St., Chicago 6, Ill. 
Harrison 7-9040 

















R. B. LANHAM RETIRES 





General Agent for Lincoln National In 
altimore Is Succeeded By 
R. Hugh Gifford 

Rk. B. Lanham, senior member of the 
Lanham-Gifford, Lincoln National Life, 
Baltimore, retired from general agency 
responsibilities and R. Hugh Gifford is 
now sole general agent of the agency. 
The agency will be known as R. Hugh 
Gifford and Associates. 

Mr. Lanham, a veteran of more than 
40 years in the fields of insurance sales 
and sales management, formed the pres- 
ent agency in 1939. The agency has been 
among the company leaders in amount 
of business produced by new agents. 

Mr. Gifford became co-general agent 
with Mr. Lanham in September, 1957. 
He joined the company and the agency 
in 1946 and had been handling super- 
visory responsibilities since 1955. A sub- 
stantial personal producer in addition to 
his supervisory and administrative work, 
Mr. Gifford qualified as a member of the 
Circuit Rider Club, an honorary sales or- 
ganization of the company, during his 
first full year with Lincoln National and 
he has been a member of the Emanci- 
pator Club, another honorary sales or- 
ganization, each year since then. 

A native of Baltimore and active in 
that city’s community life, Mr. Gifford 
was graduated from the Baltimore Col- 
lege where he majored in accounting and 
business administration. 


Brooklyn Branch To Hold 
Sales Congress January 15 


The Brooklyn Branch of the Life Un- 
derwriters Association of the City of 
New York will hold its tenth 
sales congress January 15, at 2:00 p.m. at 
the Hotel St. George, Brooklyn. 
Educational 
Neustein, CLU, The Prudential, will 
serve as general chairman and moderator. 





President of the branch is Maurice 
Blond, Guardian Life. 

Opening the program will be John 
Cashmore, president of the Borough 


of Brooklyn, who will speak on “Life 
Insurance Ownership is Synonymous 
with Good Citizenship.” Mr. Cashmore 
will be followed by Chester A. Allen, 
president of the Brooklyn Chamber of 
Commerce and of the Kings County 
Trust Co., whose address will be en- 


= 


annual 


Branch- © 
Vice President Wilbur B. ~ 


titled “The Shape of Things to Come © 


in the Borough of Brooklyn.” 

Third speaker of the afternoon will 
be Milton J. Goldberg, 
of research, agency department, Equit- 


FSA, director | 


able Society, whose topic will be “An” 
Actuary Views the Future Possibilities ~ 


of Life Insurance.” 
will be Harry K. Gutmann, CLU, 
tual Of New York, who will 
“Answering A Client’s Objections.” 


Closing eer s 


disco “ 


General Chairman Neustein, who is” 


again responsible for “Brooklyn Life 
Insurance Week,” which will 
ducted throughout Brooklyn during the 
week of January 12-17, announced that 
there will be no admission charge and 
that non-members are invited to attend. 
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John Hancock Revises 
Its Ordinary Program 

LOWER NET PREMIUM PAYMENTS 

President Elliott Calls Changes Most 


Advanced Ever Undertaken by Com- 
pany; Its Chief Features 








Boston—An extensive revision of its 
Ordinary insurance program, involving 
improved policy forms and procedures, 
decreased premium rates, and dividend 
schedules which it is expected will pro- 
duce lower net premium payments, was 
announced by John Hancock Mutual 
Life. The new contracts will be known 
as the “Signature Series.” 

According to Byron K. Elliott, presi- 
dent of the John Hancock, the new pro- 
gram is one of the most advanced ever 
undertaken by the company. It has been 
designed to enable the field organization 
to extend better service, and at the 
same time to simplify administrative pro- 
cedures. 

Mr. Elliott noted that in a broad re- 
vision of its Ordinary insurance program 
that took place in 1954, the John Han- 
cock gave recognition to the fact that 
the cost of administration is in large 
measure dependent on the number of 
policies issued rather than the face 
amount of the policy. As the average 
size of policy issued by the company 
has greatly increased since then, the 
1959 program gives further recognition 
to this fact. 


Features of New Program 


Under the new program, John Han- 
cock’s Multiple Protection policies, prev- 
iously issued in amounts up to $2,999 
will be issued up to and including $5,000. 

The company’s Select Ordinary Series, 
previously issued in amounts of $3,000 
and over, will now be issued in amounts 
of $5,000 and over. Different premium 
rates per thousand, on a sliding scale, 
will apply for policies issued in the 
following amount categories: (a) $5,000 
to $9,999, (b) $10,000 to $24,999, and (c) 
$25,000 and over. 

Preferred Risk policies, currently is- 
sued for amounts of $7,500 or more, will 
be issued for amounts of $10,000 or more. 
Current premium rates will apply for 
amounts up to $24,999, with lower rates 
applicable to policies above $25,000. 

New rates on individual annuities are 
also incorporated in the new program. 

Policy forms in the Signature Series 
will have approximately 20% fewer words 
than earlier polices, and the contract 
has been reduced to a more convenient 
dimension of 8% x 11 inches, with a table 
of contents on the outside cover to 
facilitate locating specific provisions. 
Wherever possible, simplified wording, 
designed for understanding by those un- 
familiar with technical terminology, has 
been utilized. These changes will also 
enable the policies to be issued with 
greater speed. 

; Several new policy plans are being 
introduced by the John Hancock in the 
Signature Series. These include a Wom- 
en’s Income Builder which will be avail- 
able for women in the amount of $10,000 
or more, with different premium rates 
applicable for policies of $25,000 and over. 


New Family Plans 


Basically, the Women’s Income Builder 
will be a Life Paid-Up at Age 60 policy, 
having the same nonforfeiture values 
and dividends as those issued to male 
lives, but with a lower premium rate. 
Certain provisions allow for conversion 
to an endowment policy or for purchase 
of an annuity, at reduced rates, at the 
time the policy matures. 

The John Hancock is also introducing 
two new Family plans in the Signature 
Series. In addition, adjustments are 
being made in settlement options avail- 
able under Retirement Income policies, 
which will be reflected in improved bene- 
fits and nonforfeiture values. 

_ Other features of the Signature Series 
include: (1) an Insurance of Insurability 
option that guarantees the availability 





of additional insurance protection on 
certain future dates; (2) a Return of 
Premium benefit, providing for a refund 
of all premiums in addition to the sum 
insured, if the insured dies within a cer- 
tain period; and (3) expansion of the 
Accidental Death Benefit to include triple 
-indemnity for accidental death on public 
transportation. 

During the past year, practically all 
departments of the John Hancock and 
its officers, in cooperation with repre- 
sentatives of the field organization, have 
participated in the development of the 
Signature Series. The program for ob- 
taining approval in all states is nearly 
completed. 


GENERAL AMERICAN LEADERS 
General American Life has announced 
names of its agents who ranked among 
the company’s top ten in the amount of 
individual life sold during 
November. The ten, in order of their 
qualification, are: William D. Graham, 
St. Louis; James A. Mendez, Los An- 
geles; William E. Vesser and Robert V. 
Klostermeyer, St. Louis; Eustace J. 
Vellis, San Francisco; Paul Brown, Jr., 
San Diego; John J. Magee, Jr., St. Louis; 
Kimey Johnson, Houston; Harry R. 
Wills, Detroit, and William F. Strobel, 
Los Angeles. 


insurance 








A French Senator once remarked on 


i Nive la 


différence 





the ‘“‘slight 


difference’’ between men and women. “Vive la différ- _ 


ence,”’ shouted an alert fellow senator. 


The GUARDIAN also has noted 
(and done something about) 

a very important difference—the fact 
that women live longer than men. 





Lower Premiums for Women 


All GUARDIAN policy plans with a minimum issue of $10,000 
now offer lower premiums for women than the identical policies 


issued on male lives. 


Dividends, cash values and policy benefits 


are exactly the same as on policies issued to men at higher premiums!! 


General insurance brokers and surplus 
writers are cordially invited to call 
the nearest Guardian manager, or write 


@ecoeseeeesce 


The GUARDIAN Life Insurance Company 
OF AMERICA 


A Mutual Company — Established 1860 
50 Union Square, New York 3, New York 


R. O. Segal Paid for 
$2,700,000 in 1958 


CLOSED $15 MILLION IN 10 YEARS 





N. Y. Estate Analysis Expert Wrote 65 
Lives Last Year; Started in Life In- 
surance Business 22 Years Ago 


Robert O. Segal, one of New York’s 
largest personal producers of life insur- 
ance, who is an estate analysis expert 
and training consultant at 342 Madison 
Avenue, New York, paid for a total of 
$2,700,000 in 1958 on 65 lives and 30% 
of his production came from old clients. 





ROBERT O. SEGAL 


In April, 1959, Mr. Segal will complete 
ten years as a specialist in estate plan- 
ning and in this decade he has paid for 
a total of $15,000,000. He has qualified 
for the Million Dollar Round Table for 
eight consecutive years, being a life and 
qualifying member, 

He started his insurance career 22 
years ago as an agent for the John 
Hancock Mutual Life, serving that com- 
pany for 11 years except for his Navy 
service in World War II. In 1949 he 
opened his own office as an independent 
agent. His success since that time is 
attributed largely to the close relation- 
ship which Mr. Segal maintains with 
attorneys, accountants and trust officers. 

A fluent speaker, Mr. Sega! has made 
frequent addresses over the years before 
various civic, fraternal and business 
groups. His favorite subject is “Business 
and Family Financial Planning.” Mar- 
ried and with three children, he is a 
Mason and Shriner. His chief sport is 
golf and he is a member of the board 
of governors of the Pine Hollow Coun- 
try Club, East Norwich, Long Island. 


100% GAMC Membership 


Leonard T. Smith, membership chair- 
man of the General Agents and Man- 
agers Conference of NALU, has an- 
nounced that Phoenix Mutual was the 
tenth company to have 100% member- 
ship in GAMC for 1958. The man re- 
sponsible for reaching the 100% mark 
is Lloyd E. Crandall, manager, Phoenix 
Mutual, Providence, R. I. Mr. Crandall 
will award the GAMC “100% Member- 
ship Award” to his home office in the 
near future. In making the announce- 
ment, Mr. Smith predicted that from 
15 to 20 home offices would boast of 
100% membership in GAMC for 1959. 

In addition to Phoenix Mutual, com- 
panies with all their general agents or 
managers in GAMC are Connecticut 
General, Equitable of JIowa, Great 
Southern Life, John Hancock (Ordinary), 
Manufacturers, Massachusetts Mutual, 
New England Life, New York Life, and 
Sun Life of Canada. 
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More N. Y. Meetings on 
Controversial Contract 


DEPT. WILL HAVE OPEN ONE 





Wikler Continuing Exploration of Early 
High Cash Value Contracts; Agents 
Present Views 





Having held conferences with both life 
insurance companies and representatives 
of the field forces selling insurance in this 
state Superintendent of Insurance Wikler 
held a press conference on Wednes- 
day of this week to acquaint the industry 
with what will be Department’s next step 
in reference to its inquiry into minimum 
deposit-high cash value contracts. A con- 


ference with the joint committee of 
LIAA and ALC, of which Valentine 
Howell is chairman, will be held some 


time next week. The Department will 
then explore the problems with that 
committee in an effort to arrive at some 
areas of solution. This will be followed 
by dissemination to the entire industry 
in a preliminary form of solution sug- 
gestions and after that an open hearing 
will be held on this preliminary thinking. 
Following the open hearing at which 
pros and cons will be carefully consid- 
ered the Department will re-explore the 
problem. It then will prepare a draft for 
possible solution. The Department hopes 
this draft will be ready within the next 
six weeks. The Howell committee con- 
sists of eight members. 

Questions and answers at the press 
conferences were based on the confer- 
ence on Monday with the producers as 
there had been a previous press confer- 
ence after the insurance companies had 
conferred with the Superintendent. None 
of those present admitted having been 
a participant in sales which misrepre- 
sented the policy, or withheld informa- 
tion about costs after 20 years, but they 
admitted hearing of some instances in 
some areas where the prospects had not 
been completely informed. 


“We asked questions to ferret out 
exactly what information is given the 
prospect with the proposal,” said Mr. 
Wizkler. 


Discuss “Twisting” 

Reporters asked the Superintendent if 
there were not evidence of twisting in 
these cases. General accusations only 
were made, the Superintendent said. On 
this subject he declared that the word 
“twisting” has considerable elasticity. To 
drop a policy in one company and take 
it out in another is not illegal per se, 
but is a violation if there is misrepre- 
sentation and that is difficult to prove. 
The practice is reprehensible only if the 
owner of the policy loses by the transac- 
tion. 

The Superintendent said the type of 
insurance under review has been show- 
ing a rapid growth both in number of 
policies issued and in amounts. 


GORDON S. HEATH, 53, DIES 
Massachusetts Cuneaiey Official Over 30 
Years in A. & H. Business; Started 
With Ridgeley Protective 

Gordon S. Heath, 53, treasurer and 
assistant secretary of the Massachusetts 
Casualty of Boston, died suddenly on 
January 2 at his home in Wellesley, 
es 

. Heath had been prominent in the 
A. i H. insurance industry for over 30 
years, having started with the Ridgeley 
Protective of lege —— by his 
father, Melville Heath, Sr., now first 
vice president of Sheaa rolls 7 Casualty. 
Mr. Heath later became treasurer of 
Loyal Protective of Boston and in 1951 
joined Massachusetts Casualty. He was 
a member of the Boston Claim Asso- 
ciation. 

He is survived by his wife, a daughter, 
a son, his mother, father, two brothers 
and a sister. One brother, Milan A. 
Heath, is president of the Massachusetts 
Casualty, and the other, M. F. Heath, is 
its secretary and assistant treasurer. 
Funeral services were held on Monday. 





State Mutual Sales 
Top Record Levels 


IN ALL THREE PRODUCT LINES 
President Plumley Announces That Both 
for December and 1958 Company 
Surpassed Record 





Worcester, Mass. —State Mutual Life 
sales for December and for the year 1958 
broke all-time record levels in all three 
product lines, according to President 
H. Ladd Plumley. 

December sales of individual life poli- 
cies totaled $20,122,351, 23% above De- 
cember 1957 and broke the company’s 
previous all-time record month estab- 
lished in 1955. Individual life sales dur- 
ing 1958 were 10% above the previous 
year and exceeded $192,000,000. 

Estimated annualized new premiums 
for Group insurance reported in Decem- 
ber were 44% above the same month in 
1957. For the year 1958 new Group pre- 
miums were 48% above the previous year, 
amounting to nearly $6,300,000. The rec- 
ord total, best year in the company’s 
history, was especially significant in view 


of the industry-wide slump in Group 
insurance sales during 1958. 
New Group life insurance production, 


exclusive of reinsurance, exceeded $45 
million for December and $153 million for 
the year—both all-time company records. 

Sales of individual sickness and acci- 
dent contr acts, first offered to the public 
by the 114-year-old company in 1953, 
also reached new highs. December was 
the 13th consecutive record month for 
S. & A. sales by State Mutual. New 
premiums on S. & A. policies were 26% 
above the previous high and doubled 
December 1957 sales. For the entire year 
new S. & A. premiums reached $561,000 
—a 31% gain over 1957. 


Equitable, Ia., Dividends 

The dividend scale of Equitable Life 
of Iowa for the dividend year 1959 will 
be the same as the company’s present 
scale, with the exception of a new and 
increased scale on income continuation 
annuities. 

The rate of interest on funds left with 
the company under supplementary con- 
tracts and on dividends left with the 
company at interest will be continued at 
3%, except where the guaranteed rate 
is higher. Similarly, interest on auxiliary 
funds held in connection with combina- 
tion funding of pension and_ profit 
sharing trusts will be continued at 3%. 








Maine Fidelity Issuing 
Purchase Option Plan 


Maine Fidelity Life of Portland, is 
now issuing a guaranteed purchase option 
plan permitting future purchase of up 
to $60,000 in additional insurance and 
may _ be attached to any of the com- 
pany’s policies, it is announced by Curtis 
K. Gerry, executive vice president and 
director of agencies. The face amount 
of the basic policy must be $5,000 or 


VTVVVVVVvVvVVvVVVY 
AGENCY V. P. 

A fast growing, progressive 
Eastern Company needs a capable 
Vice President to head up expand- 
ing sales organization for Health, 
Accident and Ordinary Life Insur- 
ance Production. Unusual spot for 
aggressive, energetic, experienced 
man. Salary to $15,000, plus oppor- 
tunity and additional benefits. 

This is one of our current open- 
ings for all types of top-flight 
insurance executives. 

Let us help you plan NOW for 
a GOOD '59! 


CITY COMPUTING PLACEMENT 
PAUL S. MILLER, MANAGER 
320 Penn Square Bidg., Phila. 7, Pa. 
LOcust 8-1163 LOcust 8-1164 


“More than 20 Years Insurance 
Recruiting" 
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Minimum Deposit Policy 
(Continued from Page 1) 


serves he has created as security. You 
don’t lend him the reserves established 
by other policyholders. 

“We concluded that taking a policy 
loan note as payment of the first pre- 
mium on a life insurance policy violates 
basic tenets of insurance company ad- 
ministration and so we stopped it. 

“To this we are committed: When we 
learn we are doing something we be- 
lieve to be wrong we will stop it, with- 
out regard to what some of our com- 
petitors are doing in the same field. 
There is no justification in our business 


for continuing error in the guise of 
‘meeting competition.’ 
“During the long months when we 


were struggling with these problems, not 
only were our competitors struggling 
also, but the powerful New York Insur- 
ance Department was looking at this 
type of selling and it is now investigating 
the entire problem. I attended the first 
of these hearings in New York and have 
been appointed on a committee to repre- 
sent the industry in working with the 
Department. 

“So far as our company is concerned, 
this ‘Minimum Deposit’ sale phase is 
concluded. These policies will not be in 
the new rate hook. We believe that, as 
a result of the changes we made in 
underwriting rules on October 1, they 
will take their rightful place and be in 
proper ratio to our total production. If 
they do not remain in perspective, we 
will do as another very prominent com- 
pany did recently, take them off the 
market. We hope—and we now believe— 
that this step will not be necessary. In 
our company we will sell solid insurance 
for hard cash.” 





more, issued at ages 0 to 37. Mr. Gerry 
points out to the field force that the 
option rider has a wide variety of uses 
and advantages. 
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60 East 42nd Street ° 








MASSACHUSETTS INDEMNITY 
and LIFE INSURANCE COMPANY 


BOSTON 
Specialists in Quality Disability Insurance 





Quality is never attained by accident but is the result of 
high intentions, sincere effort and intelligent direction. 


LOYAL ATKINSON 


General Agent 
New York ° 





MU 7-5212 








THE LEE NASHEM AGENCY 
“The Major League Agency" 


(Mutual Benefit Life Insurance Co., 
ewark, N. J.) 
Headquarters for top grade executive 
class business. 

Ideas! Ideas! Ideas! 


Ist Year Cash Values 
Extremely high early cash values! 
Dividends Ist Year (contingent on pay- 
ment of at least 4 of 2nd year premium). 


One Year incontestable—not two! 
Ideas! Ideas! Ideas! 
"We are easy to do business with." 





NASHEM AGENCY 


110 East 42nd Street 
New York I7, N. Y. 


LEE 








United a Life 


Call 


The MacGrath Agency 
84 William Street 
‘HAnover 2-7865 





General Agent 


The United States Life Insurance Co. 
In the City of New York 

















Named to New Post 





ALFORD 


DOUGLAS G. 


the World Life Insur- 
ance Society has created a mortgage 
loan department and has _ appointed 
Douglas G. Alford, Omaha, department 
manager, President Howard M. Lund- 
gren announced. The new department 
will be under the supervision of Invest- 
ment Analyst John Futcher. 

Mr. Alford formerly was a real estate 
appraiser three years for a large com- 
mercial life insurance company, was with 
a real estate firm 2% years, served in 
the Army Finance Corps two years. 

A native of Lynch, Neb., he was grad- 
uated from the University of Omaha with 
a B.S. in business administration. He 
did graduate work at Boston University 
and Wayne University in Detroit and 
attended real estate appraisal courses 
at Michigan State and Notre Dame. 


Woodmen of 





Mass. Mutual Commission 


Change Effects Brokers 


Massachusetts Mutual has changed 
its commissions, for brokers only, from 
55 and nine fives to 25 and nine tens 
on its Executive Protection policies. This 
change became effective January 5 
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Wants A Group To Study 
Insurance Language 


DR. GREGG SEES CONFUSION 





University Head Thinks Professors can 
Recruit Group of Experts in 
Improving Terminology 





A plea for greater clarity in and better 
understanding of insurance terminology 
is made by Dr. Davis W. Gregg, presi- 
dent of American College of Life Un- 
derwriters, in an article he wrote for 
Journal of Insurance, published by pro- 
fessors of insurance. He urges the for- 
mation of a group of insurance educators 
with advice and help from members of 
the insurance industry which committee 
will study the matter and make recom- 
mendations. Dr. Gregg does not suggest 
what shall be the size of the committee 
or how acceptability of its recommenda- 
tions will be received from the industry, 
but he believes there should be action of 
some kind. He believes the public is 
confused by many of these terms. 


Obscure Meaning of Some Phrases 
or Words 


Many words commonly used in the 
insurance field are susceptible to different 
meanings, Also some phrases. As a few 
he mentioned “coinsurance,” “Multiple 
line underwriting,” “general agent,” “In- 
dustrial insurance” and “health insur- 
ance.” 

Illustrating what he calls terminological 
inexactitude in insurance Dr. Gregg calls 
attention to the fact that “coinsurance” 
means one thing in health insurance, 
but has an entirely different meaning 
when used in fire insurance, and still 
another meaning when used in the field 
of reinsurance. 

As another example, Dr. Gregg asked, 
“Ts there any language in life insurance 
less descriptive and less appropriate than 
‘industrial’ and ‘ordinary’ life insurance ? 
And what exactly does ‘ordinary’ life 
insurance mean — especially to the 


public ?” 


Need Exactness and Clarity 


Dr. Gregg concluded that while much 
progress is being made in developing the 
science of insurance, for its full fruitition 
to be realized insurance must have a 
language of exactness and clarity. To 
that end, he urged a program of inten- 
sive study to be sponsored by the 
American Association of University 
Teachers of Insurance. 





Paul Hoffhous Advanced 


Paul R. Hoffhous, home office regional 
field supervisor, Western Division of 
Union Mutual Life of Portland, Me., has 
been promoted to supervisor of agencies 
according to John R. Carnochan, vice 
president in charge of agencies. 

Mr. Hoffhous joined Union Mutual as 
regional field supervisor in Missouri in 
1953 and prior to that time was an 
assistant manager with Western and 
Southern Life. In mid-1957 he was pro- 
moted to home office regional field 
supervisor and transferred to the West 
Coast. He attended LIAMA’s Agency 
Management School held last year in 
Pasadena. He is a member of Lions Club 
International and a Mason. 





Milwaukee County Plans 
Group Employe Coverage 


A Group life insurance plan for all 
county employes was recommended to 
the Milwaukee County Board by its 
finance committee. There is no life 
insurance plan in force in the county at 
present. The new plan would be jointly 
financed by the county and its employes. 
The board has appropriated $75,000 in 
the 1959 budget for the plan. 

Bids for coverage have been  sub- 
mitted by 31 companies doing Group life 
business in Wisconsin. They were re- 
ferred to the county’s insurance con- 
sultant, George B. Beck Co., New York 
actuarial firm. 





Midland Mutual Announces 
Change in Toledo Agency 


Retirement of Hanford Bergman as 
general agent in Toledo and appointment 
of Fred R. Edwards as his successor 
have been announced by Midland Mutual 
Life. 

Announcement has also been made of 
a new office location for the Toledo 
Agency. Formerly housed in the Spitzer 
Building, the agency has moved to larger 
quarters in the Madison Building, 

Mr. Bergman’s retirement comes after 


R. J. ANDERSON DEAD 
Richard J. Anderson, 60, an agent for 
London Life, Niagara Falls, Ont., died 
recently. 





41 years with Midland Mutual, the past 
33 as general agent. Mr. Edwards brings 


. to his new post as general agent a broad 


background in both field underwriting 
and management. He joined the com- 
pany’s Toledo Agency in 1946 and for 


the last several years has served as 
associate general agent. 


General American Meetings 

Sites for President’s Club conventions 
in 1960 and ’61 have been announced by 
Frederic M. Peirce, president of General 
American Life. 

The Hotel del Coronado on the Coro- 
nado Peninsula in southern California 
has been selected for the company’s 
1960 convention. In 1961, the convention 
will be at the Americana Hotel, Miami 
Beach, Fla. 

As previously announced, the 1959 con- 
vention will be held at The Broadmoor 
Hotel, Colorado Springs, Colo., June 21- 
25. 





STAGE 


ROCKET, 
TO sya IN LIFE 





SECOND STAGE 
COMPETITIVE and COMPLETE 


Send me your Booklet on the UMBRELLA PLAN 
for building a 
MULTI-MILLION DOLLAR LIFE DEPARTMENT 


Bankers National Life’s offering to General 
Insurance Firms now paying for 
$10,000 annually in LIFE premiums 


FIRST STAGE ...A General Agency Contract to compensate 
you fully for providing your own housing, 


secretarial and sales services 


. .. Maximum Commission and Expense 
Allowance plus Persistency Bonus, Profit 
Sharing Renewals, Lifetime Service Fees 
... Life, Group, and A&H General Agency 


Contracts 


... Group Hospitalization, Surgical, Major 
Medical, Pension and Life Benefits 


for you and your families 


...One of the industry’s most 


MARKET BASKETS 


..» LIFE... Both Par and Non-par .. . Quantity Discount 
Guaranteed Insurability Option Rider . . . Optional Return of 


Premium Rider 


Coupon Policies ... Family Policy, with Paid-Up 


Option for wife 


Maximum Loan Plans, Level Death Benefit . . . Special 


Rates for Women 


.»»-A&H... Non-can, only one exclusion 
Commercial, 10 year nonconfining sickness, lifetime accident 
Association .. . Franchise . . . Hospitalization . 


. . Surgical 


..- GROUP... Creditor... Baby Group... Major Medical 


... Association Life 


Get YOUR LIFE into orbit with Bankers National Life 
Available only in: Me NH Vt NJ Penn Del DC Md Va NC Fla Ky W Va 
Ohio Ind Ill Mich Minn 


If you’d like more information, write Bill Good, VP. 


INSURANCE COMPANY 


MONTCLAIR 6, NEW JERSEY 














NAME___ 

STREET. 

CITY. STATE. 

1958 PREMS: LIFE A&H GROUP. 
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Howard and Cole Retire as Directors 


Former Executives of The Travelers Succeeded As Directors 
by Barry T. Leithead and Carlyle F. Barnes; 


Their Careers 


3arry T. Leithead, president of Cluett, 
Besbony & Co., New York, and C: arlyle 

Barnes, president of Associated Spring 
Say Bristol, have been named direc- 
tors of The Travelers, President J. Doyle 
DeWitt announced. They replace Col. 
James L, Howard and Francis W. Cole, 
who have resigned in keeping with the 
age retirement policy established by the 
board a few years ago. 

Mr. Leithead was born in Lovell, 
Wyoming and is a graduate of Drake 
University. He has spent his entire busi- 
ness life with Cluett, Peabody & Co. 
having joined the firm as a salesman in 
1929 and having moved through succes- 
sive promotions until being elected a di- 
rector in 1946 and president in 1948. 

During World War II, Mr. Leithead 
was loaned to the War Production Board, 
serving first as advisor and then as 
director of the Industry Advisory Com- 
mittee. He is now a director of American 
Arbitration Association and a member 
of Business Advisory Council for De- 
partment of Commerce. He is a director 
of B. F. Goodrich Co. and of Manufac- 
turers Trust Co. In 1952, Mr. Leithead 
received an hoonrary Doctor of Engi- 
neering Degree from Rensselaer Poly- 
technic and in 1957 he received an hon- 
arary Doctor of Law Degree from St. 
Lawrence University. 

Mr. Barnes, a native of Bristol and a 
graduate of Wesleyan University, is a 
great-grandson of the original Wallace 
Barnes who founded the company bear- 
ing his name in 1857—the parent com- 
pany of what is now the Associated 
Spring Corp. 

After serving in various capacities in 
the plant of the Wallace Barnes Divi- 
sion, Mr. Barnes was appointed to the 
factory manager’s staff in 1950 and pro- 
moted to general manager in 1951. He 
was elected president of the firm in 1954. 

Mr. Barnes is a director of National 
Association of Manufacturers, Bristol 

3ank & Trust Co., and Manufacturers 
Association of Hartford County. He also 
serves as a vice president of Bristol 
Hospital, Manufacturers Association of 
Connecticut, and is a member of the 
Bristol Board of Fire Commissioners. 


Careers of Howard and Cole 


Colonel Howard has been associz ited 
with The Travelers 60 years, having 
joined the Life Actuarial Dep: irtment 


following his graduation from Yale Uni- 
versity in 1898, He retired as vice pres- 
ident ten years ago but has continued 
to serve on the board. A native of Hart- 
ford, Col. Howard was educated in the 
- public schools and at Yale University and 
spent his entire business life with The 
Travelers. He rose to a vice presidency 


in 1922 and was first named a director 
in 1927. 

Col. Howard, an outstanding military 
figure, served in the Spanish-American 
War, on the Mexican Border, and he 
distinguished himself particularly during 
World War I when his gallantry won 
him the yr renege Service Cross, the 
Croix de Guerre with Palm, and an ap- 
pointment as a Chevalier of the Legion 
of Honor. 

Mr. Cole, also a native of Hartford, 
joined the companies as general counsel 
in December, 1937, a month after he had 
been elected to the board. He was elected 
vice president and general counsel in 
1941 and chairman of the board four 
years later. He retired from his official 
duties in March, 1955 but has continued 
to serve on the board. 

A graduate of Yale in 1904 and Har- 
vard Law School in 1907, Mr. Cole joined 
the law firm of Robinson and Robinson 
in that year. Five years later he became 
a member of the firm under its present 
name of Robinson, Robinson and Cole. 
Mr. Cole has had a diversified record of 
public service, having served at various 
times as city of Hartford park commis- 
sioner, councilman, alderman, police com- 
missioner, flood commissioner and twice 
as corporation counsel. 


Hancock Increases Benefits 
Under Industrial Policies 


Hancock Mutual Life has an- 
increase, effective January 
1, in the benefits under all Industrial 
policies then in force and which were 
to September 1, 1947. 
For such policies issued prior to 
January 1, 1942, any benefit which be- 
comes payable on or after January 1, 


John 
nounced an 


issued prior 


1959, will be increased by 3.5% over 
the corresponding amount now _ pro- 
vided by the policy. Similarly, for such 


policies issued on or after January 1, 
1942, and prior to September 1, i947, 
any such benefit will be correspondingly 
increased by 1.75%. These increases 
will apply not only to death benefits 
and policy cash values but also to the 
disability and additional accidental 
death benefits provided such 
policies. 


under 





OLD REPUBLIC LIFE AGENT 

Joseph A. Fromm of Mt. Oliver, Pa., 
has been appointed an agent for the 
Old Republic Life, Chicago. He will act 
as a special representative of the George 
A, Huber Agency, Pittsburgh. 





Outstanding Sickness & Accident 
INCOME PROTECTION 


Non-cancellable, guaranteed renewable to Age 65 — at guaran- 
teed premium rates, non-aggregate, no house confinement, 









qualified General Agents in selected areas 


optional hospital-surgical-medical benefits. Sickness 
benefits from one year to Age 65 — Accident from 
two years to lifetime. (Also participating life 

insurance and all types of group insurance!) 


Expansion program provides openings for 





Loyat Protective Lire INSURANCE COMPANY 


BOSTON 


15, MASSACHUSETTS 











CASE 


SPECIALISTS 


TOUGH _ Bernarp A. HAAS AGENCY 


Manhatan Life 


60 East 42nd Street 
New York 17, N. Y. 


Murray Hill 2-3963 








O’TOOLE ASSOCIATES 
Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 











United States Life Names 
Three General Agencies 


Continuing to expand on a nationwide 
scale, United States Life recently an- 
nounced the appointment of three new 
general agencies. They are the Nicholas 
J. Esposito Agency, Bohemia, N. Y. 
William R. Monroe Agency, Columbus, 
Ohio ‘and Sullivan, Burns & Co., Fresno, 
Cal. 

Though a comparative newcomer to the 
insurance field, Nicholas J. Esposito has 
built up an impressive production record. 
He began with the Prudential as a 
personal producer for the Patchogue, 
Long Island district office, selling over 
one million during his first year. 

A native New Yorker, Mr. Esposito 
is an LUTC graduate and has also com- 
pleted staff managers’ training courses. 
He is currently a member of the Ameri- 
can Legion and the Knights of Columbus. 

Now heading his own general agency, 
William R. Monroe was formerly in the 


advertising and promotion fields. Before 
joining United States Life, he spent 


seven years as an agent and staff man- 
ager for another large life comp any. Pre- 
viously he had spent many years in ad- 
vertising with special emphasis on fit 
nancial advertising. 

Mr. Monroe is a graduate of the Uni- 
versity of Utah. He is now a member 
of NALU and was a member of the 
Quarter Million Dollar producers club 
of his former company. 

William Carpenter is life manager of 
the recently appointed Sullivan, Burns 
& Co. Fresno. Before entering the in- 
surance field, Mr. Carpenter was an FBI 
agent for ten years. He graduated from 
Dickinson Coilege, Carlisle, Pa., and has 


a law degree. From 1943 to 1946 he 
served with the Navy in the South 
Pacific. 





NAME D. W. WETHERILL 
David W. Wetherill has been ap- 
pointed assistant manager of Occidental 
Life of California’s Philadelphia branch 
office. He has been associated with Oc- 
cidental in Philadelphia for nearly ‘six 
years and represented Aetna there from 


1950 to 1953. 


The 
H. MALCOLM TEARE 
Agency, Inc. 
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HAIGHT, DAVIS & HAIGHT, Inc. 


INDIANAPOLIS OMAHA 


Consulting Actuaries 











EQUITABLE’S NEW PROGRAM 





“Series 100 Program” Features Many 
Liberalizations; Company’s 100th 
Anniversary in July 
A new program featuring a funda- 
mental revision of premium rates for 
new issues, and the introduction of a new 
provision which guarantees that the 
policyowner will be able to buy addi- 
tional insurance without medical examin- 
ation at specified future dates, was an- 
nounced by Equitable Life Assurance 
Society. Termed the “Series 100 Pro- 
gram” to mark Equitable’s 100th anni- 
versary in July, the program will include 
modernized policy forms prepared by 

electronic machines. 
Developed after a full range survey 
of Equitable insurance and annuity serv- 


ices, the new program contains these 
liberalizations : 
Lower premiums and higher cash 


values for larger policies, an option to 
purchase additional insurance without 
medical examination at specified later 
years, improved and more flexible family 
income benefits plus a liberalized family 
protection plan that includes more in- 
surance on the wife. lower premiums for 
women under all plans on policies start- 
ing at $10,000, liberalized accidental death 
benefits at lower premium rates, lower 
premiums for annual premium annuities, 
liberalized settlement options with higher 
guaranteed interest rate. 

The Series 100 Program which went 
into effect on December 29, provides the 
most comprehensive revision of its port- 
folio in the 100-year history of The 
Equitable. 





Mullen District Manager 

Appointment of David B. Mullen as 
district manager in Wauwatosa, Wis. for 
Massachusetts Mutual Life has _ been 
announced by William J. Nelson, Jr., 
general agent for the company in Mil- 
waukee, 

An alumnus of Marquette University, 
Mr. Mullen entered the life insurance 
field in 1953. He is a member of the 
Milwaukee Association of Life Under- 
writers and Junior Chamber of Com- 
merce, 


S 171e€St Insurance 


) ] i ‘om 
Brokerage Firms 


LIFE * GROUP ° 


PENSION ° 


A. & H. 


General Agents — Continental Assurance Co. — Chicago 


500 Fifth Avenue 


New York 36, N. Y. 


LOngacre 4-8130 
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Canada Life To Be 
A Mutual Company 


WILL PAY $220 FOR SHARES 








Action Subject to Approval of Share- 
holders and Government; Mutualiza- 
tion Long Planned 





Canada Life Assurance Co. has an- 
nounced that at a meeting of the board 
of directors a special by-law was adopted 
for the purpose of converting the com- 
pany into a mutual company. If the by- 
law is confirmed at a special general 
meeting of the company to be held 
March 31 and then sanctioned by the 
Treasury Board at Ottawa, the Canada 
Life will be prepared to purchase all 
shares offered for a single cash payment 
of $220 (Canadian Funds) per share. 

In the near future, a letter outlining 
the proposal will be sent to all share- 
holders and policyholders. The directors 
have considered the question of mutuali- 
zation very carefully and believe that it 
is in the best interests of both policy- 
holders and shareholders, and that the 
price at which the company is prepared 
to purchase its shares is a fair and 
equitable one. 





State Mutual Introduces 
Parent, Children Policy 


The introduction of a parent and chil- 
dren policy, designed to supplement the 
family plan, was announced by State 
Mutual Life of America. The new plan 
will provide “packaged” insurance pro- 
tection for only one parent and de- 
pendent children. (The family policy 
offers protection for two parents and 
their children.) 

It is anticipated that the parent and 
children policy will be useful to a widower 
or widow, toa family with only one parent 
due to divorce, to a two-parent family 
where one of the parents is uninsurable, 
or to a two-parent family where either 
the father or mother already has suffi- 
cient insurance protection. 

The new policy covers one parent with 
whole life insurance in amounts of $5,000, 
$7,500, $10,000, $12,000 or $15,000. Each 
child is covered after 14 days of age 
by term insurance equal to one-fifth of 
the whole life insurance covering the 
parent, (one-twentieth if child dies be- 
fore reaching age six months). This 
Term insurance expires on the policy 
anniversary nearest the child’s 25th birth. 
day, or the policy anniversary nearest 
the parent’s 65th birthday, if earlier. 
Children born to the insured after the 
date of application will be covered auto- 
matically after 14 days of age at no 
additional cost. If the insured parent 
dies while the policy is fully in force, 
the Term insurance on any covered child 
automatically becomes paid-up. 

An important feature of this new 
State Mutual policy is that Term in- 
surance on each child can be converted 
to a whole life policy at its expiration 
date without evidence of insurability. 
The amount of whole life insurance ob- 
tained on such conversion may be as 
much as five times the amount of the 
expiring Term insurance. 

The parent and children policy also 
contains an additional death benefit for 
death of the insured parent by accidental 
means, and a waiver of premium benefit 
should the insured parent become totally 
and permanently disabled. The accidental 
death benefit equals the amount of whole 
life insurance on the parent’s life. The 
cost for both these additional benefits 
is included in the basic premium. 
Policy premiums are reduced on and 
after the policy anniversary nearest the 
insured parent’s 65th birthday. 





AMERICAN UNITED MANAGER 

James R. Cuddy is the manager of the 
new southeastern Indiana agency of 
American United Life in Bedford. He 
entered the life insurance business in 

954 as an agent and became regional 
eaerener for American United Life in 


Anderson Executive V.P. 
Of Guarantee Mutual Life 


J. D. Anderson has been named execu- 
tive vice president of Guarantee Mutual 
Life, Omaha, a newly created position, 
President R. E. Kiplinger announced. 

Mr. Anderson came to Guarantee 
Mutual five years ago from Oklahoma 
where for 16 years he was agent, gen- 
eral agent, and company executive. He 
is a member of the board of directors 
and as agency vice president has had 
full charge of the field organization, 
which set a new production record in 
1958. 

Mr. Anderson has been active in Life 
Insurance Agency Management Associa- 
tion and has been in demand as a speaker 
before civic and life insurance groups. 
Locally, he is immediate past-president 
of the Sales Executive Club, is active in 
an official capacity in his church, and 
currently is president of the board of 
trustees of Nebraska Wesleyan Univer- 
Sity. 

At Guarantee Mutual, he will continue 
to head agency operations but as execu- 
tive vice president will work closely with 
the other officers in directing over-all 
company planning. 





LIFE INSURANCE 





RENEWALS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


PLaza 3-2826 





Lloyd Penna. State Manager 
Of United American Life 


Thomas V. Lloyd has been named 
Pennsylvania state manager of United 
American Life, it has been announced 
by Pierre Howard, president of the 
Georgia insurance firm. 

Mr. Lloyd is an insurance man of 
over 20 years’ experience. He received 
the degree of Chartered Life Under- 
writer in 1951, and has been director, 
chairman, and senior instructor in local 
Life Underwriter Training Council 
courses. A holder of the National Quality 
Award for three years, Mr. Lloyd is an 
active member of the Philadelphia 
Estate Planning Council, and the Phila- 
delphia Chapter of CLU. 
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One Good Way To Keep 
Good Agents Happy 


We believe a good agent is happiest with the company 

best able to accept all the business he has worked hard to get. 
No company likes to turn business away, or disappoint 

its producers, by rejecting substandard applications. And it’s 
often unnecessary, because many “‘borderline” cases can be 
successfully written, if the company gets the right 
underwriting help and gets it in time. This is precisely 

what North American Reassurance Company provides. 


We are in life reinsurance exclusively, with hundreds of 
life company clients depending upon us for superior 
underwriting assistance. Because of our unusual depth of 
experience in underwriting substandard business we 

are usually able to determine immediately whether or not a 
difficult case can be successfully written. Of course, 

we will share the risk or even take it all, if desired, at the 
lowest rate obtainable commensurate with sound 
underwriting. We can do the same for 


Superior underwriting, and all our other 
non-competitive services to life companies, 
are outlined in our booklet, ‘Reinsurance 
*, Why not write for your free 


NORTH AMERICAN 
REASSURANCE COMPANY 


161 East 42nd Street, New York 17, New York 
MUrray Hill 7-1870 


Reinsurance Exclusively 
ACCIDENT & SICKNESS 
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“Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 
General Agent 
Continental Assurance Company 


32 COURT STREET BROOKLYN 1,N. Y. 
TRiangle 5-7362 











Irish Sees Good Year; With 
Difficult Problems Ahead 


The coming year promises to be a good 
one for the life insurance business with 
a favorable economic climate but there 
are some difficult problems facing the 
business, Rolland E. Irish, president of 
American Life Convention, said in a 
statement on the outlook. Mr. Irish is 
also president of Union Mutual Life of 
Portland, Maine. 

“We are faced with one of the most 
difficult years ever to confront the insur- 
ance business,” said Mr. Irish. “Higher 
Federal taxes probably will be assessed 
against us and we must do our utmost 
to create savings in other areas to the 
end that our companies may continue to 
grow and our policyholders continue to 
get ever increasing benefits per dollar 
of premium. I have every confidence 
that this can be accomplished. 

“Inflation, on the other hand, threatens 
us in a way that will be very difficult, 


if not impossible to counteract. For this 
reason, it is imperative that all of us 
bend every effort to prevent it from 


developing further. This will mean edu- 
cation of the general public, of union 
leaders and workers and especially of 
free-spending politicians at all levels to 
fully acquaint them with its evil effects. 
We must take advantage of each oppor- 

tunity to drive home the fact that there 
is no gain in having more money if each 
dollar is worth proportionately less. The 
gain lies only in producing more goods 
and services (including life insurance) 
at lower costs.” 





J. H. Ridall Agency Wins 
1958 S. S. Wolfson Award 


The John H. Ridall Agency, general 


agent for Berkshire Life in Dayton, 
Ohio, has been named winner of the 
1958 S. S. Wolfson Trophy. The award 


is given annually by General Agent S. 
S. Wolfson, New York, in recognition 
of the most outstanding all-around per- 
formance by an agency during the year- 
end Berkshire Boosters Campaign. 

Mr. Ridall joined Berkshire Life as a 
supervisor in the company’s Indianapolis 
agency in 1957 and was named general 
agent in Dayton in March, 1958. His 
agency led all others in percentage of 
paid premium quota by attaining 364% 
of his campaign objective and was 12th 
among all agencies in total paid life and 
annuity premiums, 

The company went over its target for 
the six-week sales effort, producing $418,- 
600 in total paid new premiums to attain 
116.2% of quota. Over half of Berkshire’s 
38 agencies exceeded 100% of their 
quotas to make this the biggest year-end 

campaign in company history. 

Outstanding performances during the 
campaign were turned in by The Hilliard 
N. Rentner Agency, New York, which 
led the company in total paid premiums, 
and by R. F, Thorne Agency, New York, 
with second place in paid premiums. 
The Andrew Kakoyannis Agency, Miami, 
topped all others in new paid accident 
and sickness premium production, 
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Robert FE. Dineen 


(Continued from Page 3) 


the ‘borrow to buy’ plan frees 
which can be put in the market. These 
are real pluses if the market breaks the 
buyer’s way or if he dies early in the 
game. But in objective appraisal, 
we must also examine what happens if 
the market breaks the other way or if 
the full allotted 
of years. Here the picture 
aluring. We could not understand the 
logic or fairness of making high early 
cash available on one plan and not on 
the others, To that dis- 
criminatory as a matter of principle— 
and in our opinion, raising the premium 
slightly on the special plan did not cure 
the discrimination. 

“The annual term option financed by 
dividend accumulations looked good in 
the early years, but in the later years 
the cost became prohibitive. At age 40, 
the average male has an expectancy of 


money 


any 


buyer lives his span 


was less 


us, seemed 


30 years under the CSO Table. If he 
lives that long, he has an additional 
expectancy of ten years. In the group 


of insured lives used in formulating the 
CSO Table, over one-half of those alive 
at 40 were still alive at 70. In the 
Northwestern, the average policyholder 
at death has been insured with the 
company for 32 years. The average age 
at entry is 35.” 
Floating Money 

Commenting on policy 
loans Mr. Dineen 

“At first blush, a 5% return on policy 
loans with a minium of investment ex- 
pense seems attractive but policy loans 
in transactions of this kind represent 
floating money—and when interest rates 
fall, the money would move to the 
banks. Furthermore, if the Government 
or the courts changed the ground rules, 
the transactions might disappear entirely, 
If experience is any criterion, many of 
these loans will evaporate. Thus, these 
loans require more liquid investment 
upon the part of the insurer--and the 
money released by a change in rates 
usually comes at a time when the rates 
are moving in the wrong direction from 
an investment standpoint. One company 
today has over 80% of its assets in 
policy loans. This is an extreme case 
but it brings into bold relief one of 
the major policy questions which con- 
fronted us. Do we want to lead the 
Northwestern along the path which in- 
creases the magnitude of the policy 
loan account and encourage our buyers— 
those who look to our agents for sound 
financial advice—to pile up indebtedness, 
not in bad times but in good? 


this type of 
said in part: 





Taxation Comment 


“We considered other facets too, in- 
cluding major questions such as (1) will 
Congress continue to permit interest on 
policy loans of this type to be deducted 
for tax purposes and what will happen 
to buyers if the deduction is withdrawn? 
(2) Will the courts hold that these 
transactions—in which the cash values 
are usually ‘stripped’ from the insurance 
portion of the contract as an initial part 
of a ‘buy term and invest the difference’ 
sale—are a sham and disallow the de- 
ductions? Decisions along this line are 
already appearing in the annuity field. 
(3) Is the buyer sure that he will con- 
tinue in the high tax brackets in his 
60’s and 70’s after retirement? (4) Does 
the buyer expect tand will he be finan- 
cially able to continue this policy until 


death ? 


“These are some of the uncertainties 





A. MAXWELL KUNIS, F.S.A. 
Consulting Actuary 
Specializing in 
Life Company and Pension Problems 
11 West 42nd St.. New York 36 
Chicago Office: 134 N. LaSalle St. 











inherent in any ‘borrow to buy’ trans- 
action. They influenced us when we 
issued the carefully considered state- 
ments of our position in 1955 and again 
in 1957. Then, as now, we believed that 
the indiscriminate use of these plans 
in run-of-the-mine cases would ulti- 
mately lead to disappointment and dis- 
satisfaction, not only with the agent, 
but with the company as well. Then, as 
now we believed that these plans should 
be used in a limited area, in cases where 
the prospective insured and his tax ad- 
visers fully understood their limitations 
as well as their advantages. The pros- 
pective insured must be willing and 
financially able to take the calculated 
business risk inherent in such a pro- 
gram. It seems strange, doesn’t it, to 
have the policyholder taking the risks 
instead of the company? But the risks 
are present for the value of the program 
can be radically altered for the worse 
by any one of a number of factors which 
may change in the future and over which 
he has not control. That is one of 
reasons why we decided not to further 
enlarge our operations in this area.” 


Section 213 


Mr. Dineen made some comments on 
the New York State Expense Limitation 
law, a statute designed to put upon 
all competing companies uniform and 
reasonable ceilings on commissions and 


expenses for the protection of the cus- 
tomer. Continuing he said: “The under- 
lying philosophy of Section 213 is that 
the maximum first year commission rate 
of 55% may be paid on the full prem- 
iums on whole life plans only and that 
the commissions on other plans such 
as term shall be correspondingly less. 
When the statute was originally adopted, 
the word ‘stripping’ was not a part of 
the language of life insurance. The 
drafters of the statute never contem- 
plated that the cash value would be 
‘stripped’ from the insurance portion of 
the contract as a part of the sale and 
that through a paper transaction, Ordi- 
nary Life commissions would be paid for 
what is essentially term insurance and 
on premiums that will never be collected. 

“Ask yourself a question; suppose the 
companies had introduced a new plan, 
a long period term insurance contract 
with an option to convert into permanent 
insurance at original age at any time 
by paying in the difference in reserves? 
Does anyone believe that the Expense 
Limitation Law would authorize the 
payment of a first year commission on 
such a convertible term contract equiva- 
lent to 95% of the first year’s term 
premium? Yet a comparable result is 
being achieved through indirection by 
the planned ‘stripping’ of an Ordinary 
Life contract! And this strange situation 
has another by-product. It discriminates 
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YOURS FREE The Greenbrier Convention Story 


Send today for your copy of this beautifully illustrated, 32-page brochure which 
gives you complete information on all the facilities of The Greenbrier. Write 
direct to Charles L. Norvell, Director of Sales. Information is also available at 
New York, 17 East 45th Street, 


The Greenbrier’s reservation offices at: 
MU 2-4300; Boston, 73 Tremont Street, 
LA 3-4497; Chicago, 77 West Washington 
Street, RA 6-0624; Washington, D.C., 
Investment Building, RE 7-2642. 


WHITE SULPHUR SPRINGS - 





INFORMAL BUSINESS CAPITAL 

. this is the reputation earned by The Greenbrier 
through its many generations of serving the every need 
of the nation’s executives, business-wise as well as vaca- 
tion-wise. At The Greenbrier you'll find all you could 
wish for and more in modern group accommodations 
for as many as 1,000. For example, the newly con- 
structed, air-conditioned West Wing features an audi- 
torium with a 42 foot stage, the latest sound and pro- 
jection equipment, splendid banquet arrangements and 
a theatre with CinemaScope screen. In addition, The 
Greenbrier provides unsurpassed sport facilities, extraor- 
dinary service, wonderful dining and luxurious comfort. 


SPECIAL WINTER RATES 


Effective December 1, 1958 to 
February 28, 1959. 


$23 PER DAY, PER PERSON, 
SINGLE 


$21 PER DAY, PER PERSON, 
DOUBLE 
Rates Include: a spacious, lux- 
urious room, and The Green- 
brier’s traditionally fine meals. 
PLUS: golf course green fees 
(playable much of the winter) 
—swimming in magnificent in- 
door pool—membership in the 
Old White Club—and gratuities 
to service personnel. 


THE 





WEST VIRGINIA 














ACTUARY wanted for responsible posi- 
tion on actuarial staff of a large, expand- 
ing, mid-western life insurance company, 
long active in all phases of Ordinary, Group 
and Individual Accident and Sickness in- 
surance. If not a Fellow in the Actuarial 
Society, he must be at least an Associate, 
actively pursuing the Fellowship examina- 
tions. Experience in the Ordinary Branch 
of a life insurance company preferred. 
Excellent opportunity for advancement and 
broadening of experience. Fully modern 
Home Office building with pleasant work 
surroundings, liberal pension and welfare 
plans, personnel and salary policies. Write 
Box 2671, The Eastern Underwriter, 93-99 
Nassau Street, New York 38, N. Y. 











unfairly against the agent who made the 
full sale—insurance and cash values—by 
paying him no more than the agent who 








made half a_ sale insurance only. 
Anomalies of this kind may well lead 
the authorities to believe that if the 


agent and client can utilize a distinction 
between the form and the substance of 
the transaction to achieve desired ob- 
jectives under the tax laws, they should 
be able to do the same thing to effectuate 
the objectives of the insurance laws.” 


Called “Old Hat” 
During his address Mr. Dineen said 
that in 1875 Northwestern Mutual came 
eut with an annual term rider, the 


premium to be paid for from che’ divi- 
dends, 

“We had to abandon it,” he said, 
“because of customer dissatisfaction. As 
the policyholder grew older the cost 
became excessive and the dividends were 
inadequate to cover the cost. We did 
not warm up to the idea of repeating 
now a mistake made 74 years ago—some- 
thing we had proved the hard way.” 

His Version of Fundamentals 


Mr. Dineen concluded by warning the 
industry to keep its eve on the funda- 
mentals. Two of them are that life 
insurance is designed for the two major 
purposes of protecting the beneficiaries 
of those who die too soon, and to protect 


(Continued on Page 15) 





Reorganize Agency Dep't. of 
Northwestern Mutual 


Robert E. Templin, recently appointed 
director of agencies of Northwestern 
Mutual, told that company’s Eastern 
sales convention at Waldorf this week 
of the reorganization of the company’s 
agency department. It will be composed 
of two major sections: merchandising 
and agency management. 

Harold W. Baird, CLU, superintendent 
of agencies, will 'be chairman of the 
merchandising section whose functions 
will be education, field training, adver- 
tising, sales promotion and advanced 
underwriting. Superintendent of educa- 
tion and field training will be Harold 
W. Gardiner. Superintendent of adver- 
tising is Richard Haggman. Superin- 
tendent of advanced underwriting train- 
ing will be Marvin McCarthy. 

In the agency management section 
which will handle general agency and 
agency relations, Benjamin B. Snow, 
superintendent of agencies, will be in 
charge of Eastern half of the country 
and also the entire district agency oper- 
ation. Ralph Harkness, superintendent 
of agencies, will be responsible for agents 
and general agents development. The 
Western half of the country will cur- 
rently be supervised by Mr. Templin 
but the section will be under the super- 
vision of a new superintendent of agen- 
cies after June 1. Agency management 
training will be also under the super- 
vision of Mr. Gardiner. 





HERMAN REINIS 
Brooklyn General Agent 


The Manhattan Life 


(Founded 1850) 
50 Court St. MAin 4-7951-2-3 
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Steinberg Associates 
Have $20 Million Gain 


1958 TOTAL OVER $26 MILLION 





Heyer and Roth Production Leaders; 
Shottland “Most Valuable’; Agency 
Led Company in December 





With an increase over 1957 of $20,016,- 
855, believed to be the largest ever by 
any Massachusetts Mutual agency in a 
single year, Steinberg Associates, the 
downtown agency of Massachusetts Mu- 
tual Life, delivered a total of $26,039,276 
in Ordinary business for 1958, reports 
B. William Steinberg, CLU, general 


agent. The agency’s December produc- 





B. WILLIAM STEINBERG 


tion of $4,618,450 led the entire company 

for the month, the second time last year 

the agency achieved this distinction, 
The record year placed the Steinberg 


agency in sixth place nationally with 
the company. in 1957 the agency was 
48th, and in 1952, when started from 


scratch, they were 87th. 


Jamaica District 


the overall agency 
was the exceptional 
Jamaica district office, in 
charge of Allan E. Kaplan, CLU. This 
branch operation produced $6,671,188, 
more than the entire agency production 
of 1957. 

The year’s accomplishments were cele- 
brated by all associates, staff and their 
spouses with a luncheon and dance at 
the New York University Club, recently. 
Ernest A. Carlson, associate underwriting 
secretary, and Carroll G. McQueen, 
assistant director of agency costs, were 
guests from the home office and partici- 
pated in the presentation of the annual 
awards. 

Harold K. Heyer, who joined the 
agency January 1, 1958 and is brokerage 
supervisor in the Jamaica district office, 
was volume leader with production of 
$1,032,000. Close behind, with $1,009,000, 
was Ernest Roth who received the Com- 
mission Leader Award. Louis Shottland, 
who was recently named assistant gen- 
eral agent, received the Most Valuable 
Associate Award. Mr. Shottland, in addi- 
tion to supervising full time men, is in 
charge of the agency’s Manhattan brok- 
erage development, 


Contributing to 
success in 1958 
record of the 


Production Statistics 


Average policy was $29,324 and the 
average per life, $30,718. Premiums 
averaged $32 per thousand. The agency 
continued to maintain its phenomenal low 
lapse ratio. In the six and one half 
years since it was established, the agency 
has delivered a total of $48, 762,192. Total 
lapses in this same period was less than 

0, 

Mr. Steinberg stated that these ex- 
ceptional production records are directly 


NEW DISTRICT MANAGERS 
Occidental Life of North Carolina has 
announced the appointment of three new 
district managers. They are Noel T. 
Cudd, Jr., Corpus Christi; J. David Gar- 
ner, Jr., Fort Worth; Everett E. Bag- 
gerly, Agana, Guam. 





linked to the philosophy and_ sales 
methods employed in the agency. Special- 
izing in estate planning, business insur- 
ance and advanced underwriting, as the 
agency has from its inception, high 
average policies and premiums coupled 
with a low lapse ratio are just inevitable 
results. 

Assisting Mr. Steinberg in the agency’s 
operations are Edward L. Berger, CLU, 
and Louis Shottland, assistant general 
agents; Allan E. Kaplan, CLU, district 
manager in Jamaica; Harold K. Heyer, 
brokerage assistant in Jamaica; Nancy 
Lortz, office manager, and Sylvia Fox, 
cashier. 

Last week the agency publicly an- 
nounced it would no longer accept brok- 
erage business from licensed sellers of 
life insurance whose principal activity 
was the sale of mutual funds. In an 
open letter to the life insurance field, 
Mr, Steinberg pointed out that the prob- 
lem of improper selling and replacement 
has been accentuated since mutual funds 
salesmen have started actively to solicit 
and present the “stripping” policy values 
idea, 





Near Ann St. 





EMIL PANGAL 





Emil Will #8. Happy to 


AT HIS FINE RESTAURANTS 
23 PARK ROW 


Phone: WOrth’ 2.3514 

Firm charge accounts welcome; also member 

of Diners and American Express Charge Clubs. 
Make Your Reservation Now for Holiday Parties 


You 


213 PEARL STREET 
Neor Maiden Lane, N. Y. 
Phone: Digby 4-2348 








D’Alessandro Advanced 
Angelo M. D’Alessandro 
elevated to the post of executive vice 
president of Paul Rosenbaum and As- 
sociates, Inc., employe benefit plans. 
Mr. D’Alessandro joined the firm last 
year as director of plan operations. Pre- 
had been employe benefits 
manager of Yale & Towne Manufactur- 
ing Co. of New York and also had been 
associated with the planning office of 
C.R.F. Wickender & Associates, employe 
benefit plan consultants of New York. 
Mr. D’Alessandro is a graduate of St. 


John’s University, Brooklyn, and_ re- 
ceived his ven na degree at the New 
Y ork University Graduate Sc hool of 

3usiness Administration, majoring in in- 
dustrial relations. 


has been 


viously he 








No. 1 in an 
enlightening 
series of 12 
Broker-Type 


personalities. 


Miserable Mumbler 


This agonized gent mutters constantly about the lack ot a com- 
plete line of competitive plans. He should check with ANICO 
for the solution. (And at competitive commission rates). 





ANICO SALES LEADERS 


Family Policy. 
$10,000 minimum special. 
$25,000 minimum special. 

Life with Family Income 
to age 65. 
‘Income Conversion Rider. 
Annuities. 

All forms of A&H. 
Complete line of 
mortgage protection. 
Pre-Authorized Check Plan. 
Gtd. Issue on Pension and 
Profit-Sharing plans. 
Family Income Term Policy. 








OPENINGS EVERYWHERE IN 
TERRITORY FOR REPRE- 
SENTATIVES, BROKERS AND 


SPECIAL BROKERS 


Inquiries about these or other openings for 
those with special qualifications and experi- 
ence will receive prompt attention and answer. 


For information address: 


COORDINATOR OF SALES 


WVIOICORUED UNLOVE 


INSURANCE Co. 


GALVESTON, TEXAS 








Princeton Trustee 





OATES 


JAMES F. 


James F. Oates, president, Equitable 
Life Assurance Society, has been named 
a charter trustee of Princeton University. 


Mr. Oates was a member of the class 
of 1921. 
* 
Robert E. Dineen 
(Continued from Page 14) 
policyholders who live too long; that 


as longevity increased the need to protect 
the policyholder who lives becomes in 


creasingly important — “and _ policies 
stripped of their cash value through 
maximum loans do not achieve that 


purpose. ” He also said: 
“Life insurance is the only investment 


medium that guarantees the return of 
principle—and it cannot do that when 
the policyholder has invested his cash 
Vi on in some unguaranteed mediuin. 
Cash values built up the hard way 
by regular saving have turned out to 
be lifesavers for many a business and 
family; our recent policy loan survey 


proved that again. 

“The more successful investor uses life 
insurance to pay estate taxes—and the 
unsuccessful investor frequently winds 
up with only his life insurance. 

“In most ‘buy term and invest the 
difference’ cases, the amateur investor 
does not adhere to the long term invest- 





ment policy contemplated by such a 
program and seldom gets professional 
results, 

“You are closer to death at 60 or 65 
than you are at 40 and that at that 
time—the point in their life when most 
men want to retire—it is more important 


to own your life insurance than to owe it. 

“Above everything else, a life insur- 
ance program should look as good at the 
end as it does at the beginning.” 





Sworn in by DeSapio 

Harold N. Sloane, CLU, head of three 
insurance agencies in New York City, 
who recently was named to the Advisory 
Board of the New York Insurance De- 
partment, was sworn in on December 
30 by Secretary of State Carmine De 
Savio, in his suite in downtown New 


York. 
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N. Y. LIFE CAREER ADS 
When the New York Life 
some six years ago to emphasize as a 
principal theme in its national adver- 
tising what opportunities are offered by 
various careers in the American economy 
and professions it turned out to be a 
master stroke. That is the verdict of 
the advertising industry. 


decided 


As soon as the initial articles ap- 
peared it became evident that readership 

That reader- 
range of ages. 


was extraordinarily large. 
ship ran through a wide 


Naturally, the articles caught the avid 
interest of high school students and 
college undergraduates. Despite the fact 


that young people soon after entering 
school display characteristics demonstrat- 
ing that they are interested in mechanics, 
mathematics, literature or history many 
college seniors have not made up their 


minds as to exactly what lifework they 


should select. The New York Life 
career ads have been a dominating 
factor in making thousands of such 


Parents, too, have evinced keen 
The well written, easily 
each ad- 
the field 


choices. 
interest in them. 
understood copy is signed 
vertisement by an expert in 
under review. 

The variety of business and other fields 
and professions discussed is exceedingly 
varied. They include aeronautic and 
atomic engineering, medicine, journalism, 
retailing, salesmanship, secretarial work, 


mining, law, mathematics, electricity. 
Finally, they have reached the life in- 
surance career opportunities. Headed 


“Should Your Child Seek a Career in 
Life Insurance” is the thirty-fourth in 
these public service advertisements. The 
author is Clarence J. Myers, president 
of the company. He begins his article 
by asking some questions: 

Would you like to be part of a busi- 
ness that has to do with people’s bright- 
est hopes and plans? Well, consider one 
whose commodity is the financial security 
of three-quarters of the American 
families. 

Would you like to have a career in a 
great, far-reaching business? Then how 
about one which directly serves 109 
million Americans and consists of 1,300 
companies with home offices in 300 
American cities. 

Would you like to share in a business 
of major economic importance to the 
nation, as well? Then look into one 


which is helping finance home building, 
pipelines, jet passenger travel, iron-ore 
mines, industrial plants and public util- 
ities. 

And would you want also to work in a 
business which is bustling. and progres- 
sive—a “growth oo Think, then, 
about one that uses the latest electronic 
calculators, that offers new products 
hardly imagined a generation ago, that 
has more than doubled its dollar volume 
in the last ten years. 

If these things intrigue you, then the 
career for you may be in the business 
I’m talking about—the life insurance 
business. It offers young people many 
important opportunities in‘a field that 
has excitement, scope, and high purpose. 





The popularity of the series is demon- 


strated by the fact that up to the 
present the New York Life has dis- 
tributed 25 million brochures or pam- 


phlets containing career articles. 





A. Wyman Harrington, special agent 
of the Springfield Group for eight years, 
has left to join the Bell & Hudson Insur- 
ance Agency, Inc., of Belcherton, Mass. 
He is a graduate of Boston University 

College of Business Administration, C lass 
of 1950, and went with the Springfield 
Companies that year. He served in the 
field in Pennsylvania and later in Massa- 
chusetts and Rhode Island. 

x  * 


J. Bryant Lawson, insurance man of 
Central City, Ky., a former president of 
the Kentucky Association of Insurance 
Agents and father of a later president, 
long active in the Republican party has 
been named a member of the Republican 
State Wide Finance Committee. 


Friend W. Saati — Reynold C. 
Voss, M. D., retiring senior vice president 
and vice president and medical director 
respectively of Pan-American Life, New 
Orleans, were feted December 30 at a 
banquet in Antoine’s Restaurant. In 
attendance were the company’s board of 
directors, its president, vice presidents 
and close friends. Mr. Gleason is retiring 
after forty-seven years active service, 
but will remain on the board and finance 
committee. Dr. Voss is retiring after 
thirty-five years of active service and 
will enter the practice of industrial med- 
icine, President Ellis presented both 
gentlemen with sliver plaques commemo- 
rating their service and retirement, plus 
suitable gifts in the name of their asso- 
ciates and gave each his first retirement 
check granted them under Pan-American 
Life’s retirement plan. 

* 

John V. Collis, a Meets and a mem- 
ber of the executive committee of the 
Commonwealth Life, Louisville, has been 
elected to the board of directors of 
Louisville Gas & Electric Co. 








WILLIAM A. ARNOLD 
William A. Arnold, general agent, 
John Hancock Mutual Life, has been 


elected a member of insurance commit- 
tee of New York State Chamber of 
Commerce. Other members are A. H. 
McAulay, North American Reassurance 
Co.; William E. McKell, American 
Surety; William J. Ahearn, Great 
American; J. Dewey Dorsett, Associa- 
tion of Casualty and Surety Companies ; ; 
Percy Chubb II, Chubb & Son; William 
P. Worthington, Home Life; John T. 
Harrison of Flynn, Harrison & Conroy, 
and Clarence Axman, The Eastern Un- 
derwriter. 

Among newly elected members of the 
Chamber are these insurance men: 
J. Henry Smith, Equitable Society; Pat 
a Crandall, associate manager, Phoenix 
Mutual Life; John C. Droge, secretary, 
North British & Mercantile; John A. 
Newman, general agent, National Life 
of Vermont, and Roy H. Heyen, vice 
president and_ secretary, Christiania 
General. 


Fabian Bachrach 
DR. JAMES J. O’LEARY 


Dr. James J. O’Leary, director of 
economic research, Life Insurance Asso- 
ciation of America, has been elected 
president of American Finance Asso- 
ciation at the meeting in Chicago on 
December 30. The American Finance 
Association is one of two major profes- 
sional societies of economists in United 
States, the other being American Eco- 

















VINCENT CULLEN 


Vincent Cullen, well known figure for 
many years in casualty-surety executive 
ranks who is now president of Knicker- 
bocker Growth Fund, New York, has 
been appointed chairman of the casualty 
insurance division of the 1959 New York 
March of Dimes drive. Mr. Cullen is 
now lining up his committee to spear- 
head the casualty insurance division’s 
participation in the city- wide drive to 
raise its share of the campaign goal— 
$3,500,000. He points out that past sup- 
port by insurance people helped to make 
possible the Salk vaccine, and “what is 
accomplished in the future by the Na- 
tional Foundation depends largely upon 
the support now given to it as its ex- 
panded health program gets underway.” 


ek 2m 


A. J. Occhipinti, New Orleans regional 
Group manager for Occidental Life of 
California, has been elected president of 
the Louisiana Association of Group Un- 
derwriters. Mr. Occhipinti has been a 
member of Occidental’s New Orleans 
Group office since joining the company 
in 1951. He became manager of the 
office in 1953. 

* * x 

Emil E. Brill, senior vice president of 
General American Life, St. Louis, is 
chairman of a_ special North County 
Hospital Study Committe of the Health 
& Welfare Council of Metropolitan St. 
Louis. The committee is to conduct a 
study as to the need for additional hos- 
pital facilities:and to determine the lo- 
cation for a new hospital in that section 
of St. Louis County. 





nomic Association. The American 
Finance Association has over fifteen 
hundred individual members who are 


either professors in universities or are 
financial economists, bankers, corporate 
treasurers, financing analysts, or others 


interested in financial problems. Over 
three hundred business concerns are 
represented in the membership. The 


Association is active in many areas of 
finance, including business finance, con- 
sumer finance, insurance, international 


finance, investments, money and banking, | 


public finance, and real estate finance. 
Its quarterly magazine is The Journal © 
of Finance. 

Dr. O’Leary, in addition to being 
economist for the LIAA, administers the 
investment research program of the life 
insurance business. This is a broad pro- 





ee 


eee 


gram of research on the capital markets 7 
conducted by university and private re- | 


search organizations, as well as the As- 
sociation staff, 
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Philadelphia Lawyer | 








MacNeil Mitchell a New York 
State Senate Leader 

When the legislative session opened in 
Albany January 7 one of the key figures 
on the floor, MacNeil Mitchell, was 
Manhattan’s only Republican Senator. 
For 21 years he has been either in the 
Senate or the Assembly and his record 
has been that of one of the hardest 
working public servants. Chairman of 
Senate committee on the affairs of the 
City of New York and of Joint legis- 
lative committee on housing he is also 
a member of the insurance, finance, 
judiciary and banking committees, a 
decidely heavy load of varied programs 
and responsibilities. 

Senator Mitchell remains a 
advocate of the private enterprise sys- 
tem and in the field of insurance par- 
ticularly. He has stood firmly for intel- 
ligent regulation based on a knowledge 
of the needs and requirements of the 
industry itself. As a result of confer- 


ences held with representative groups in 
the insurance field he has initiated and 
secured the passage of a multitude of 
bills which have been of substantial 
benefit to the industry as well as to the 
insurance-buying public. 


staunch 


Born in Senator Mitchell was 
graduated from Yale in 1926, attended 
Columbia University Law School and 


was graduated from University of Cali- 
fornia Law School in 1929. He was 
admitted to New York bar in 1931 and is 
engaged in private practice of law with 
offices at 36 West Forty-Fourth Street, 
New York City. 

Senator Mitchell has been chairman 
of the joint housing committee since its 
creation in 1944. Under his leadership 
that committee (which is composed of 
members of both political parties and 
both houses of the legislature,) has 
drafted important legislation raising 
health standards and those of safety 
and fire protection in both new and old 
dwellings throughout the state. 

Among the many bills enacted into 


law under his sponsorship are the 
Mitchell-Lama law which has enabled 
private enterprise, drawing upon the 


resources of the State, to build housing 
for our middle-income families and the 
multiple residence law, establishing 
state-wide standards of health, safety 
and fire-protection in new and old hous- 
ing. He has pioneered in developing 
positive means by which municipalities 
can check the growth and spread of 
slums and led the fight for legislation to 
protect the beneficiaries of union welfare 
funds, to simplify voting procedures, to 
give ‘increased tax exemption for the 
aged, the blind and working mothers. He 
has played a significant role in effecting 
civil service reforms at the State and 
city level. As chairman of the City 
Affairs Committee, he has been actively 
concerned with the troubled pattern of 
labor relations on the City subway lines 
and his intervention proved to be a de- 


cisive factor in ending the costly transit 
strike last December. 

Senator Mitchell after being elected to 
the Assembly in 1937 became chairman 
of the excise committee and from 1938 
to 1940 was vice chairman of the joint 
legislative committee to revise the elec- 
tion laws. He was a member of the rules, 
judiciary, City of New York, aviation, 
insurance and social welfare committees. 
He entered the Senate in 1946 and from 
1949-1951 resumed his work as_ vice- 
chairman of the joint legislative com- 
mittee to revise the election laws. 

The Senator is a member of Associa- 
tion of the Bar of the City of New York, 
New York State Bar Association and the 
National Republican Club, He is on 
executive committee of Greenwich Village 
Association, board of managers of Green- 
wich House, and is a director of Pres- 
cott House, Industrial Bank of Com- 
merce and Omega Foundation, Inc. 

His political career began in 1933 as 
an election district captain in the old 
Tenth Assembly District, then he be- 
came assistant to a district leader, James 


A. Hatch, and in 1935 became campaign 
manager for Thomas J. Curran, then 
alderman of the district. That year as 


well he became chairman of the meet- 
ings committee of the Young Republican 
Club, and, subsequently, from 1936 to 
1937, was a member of the law committee 
and of the Board of Governors of the 
Club. In the spring of 1958 he was 
selected chairman of the advisory com- 
mittee of New York County Republican 
Committee and subsequently in August 
was made leader of the First Assembly 
District. 

Mr. and Mrs. Mitchell have a_ son. 
Neil, 16, and twin daughters, Marian and 
Martha, 12. 


* * x 
Robert B. Ely, III 
Robert B. Ely, III, counsel of the 


North America ‘Companies, is the best 
posted man in the United States on the 
French spoliation claims which date 
back 150 years and which North Amer- 
ica, many other claimants and numerous 
public men believe should be collect- 
able. Handling of developments in refer- 
ence to the claims of the North America 
is in charge of Mr. Ely. The claims are 
on ships captured by ss men-of- 
war and privateers following the French 
Revolution when European nations were 
warring with each other. Thomas Jef- 
ferson, Secretary of State, had written 
to ship owners and merchants saying the 
new Republic of the United States would 
make good on the liabilities, and Presi- 
dent George Washington sent Congress 
a message to that effect. Much of this 
dramatic story of what has happened in 
the 150 years since claims were made 
by Insurance Company of North Amer- 
ica, and others, as a result of these 
seizures on the high seas, was published 
in The Eastern Underwriter December 
ibs 

After graduating from William Penn 
Charter, he received his B.S. Degree 
from Princeton University in 1928 and 
an LL.B. from the University of Penn- 
sylvania in 1931. He joined legal depart- 
ment of North America Companies as 


Paul Parker Photo 
MacNEIL MITCHELL 





assistant counsel in January, 1946 and 
was promoted to counsel in 1953. Prior 
to joining North America’s legal staff 
Mr. Ely was associated in general prac- 
tice with Buckam & Buckam, Philadel- 
phia. 

During World War II, Mr. Ely served 
in the Navy in the Atlantic theatre and 
was awarded the Legion of Merit medal. 
He was discharged in February, 1946 
with the rank of Commander. 

Mr. Ely is a member of the Philadel- 
phia, Pennsylvania, and American Bar 
associations; chairman of the Philadel- 
phia Bar Association Committee on In- 
ternational Law; past member of Council 
of American Bar Association Interna- 
tional Law Section; member of Laws 
Committees of Association of Casualty 
and Surety Companies; and a member 
of the Bureau of Accident and Health 
Underwriters. 

His home is. in Radnor, Pa. 

x * x 


Dale Sharp 


Morgan Guaranty Trust Co., 
to be formed by the merger of J. 
Morgan & Co. and Guaranty Trust Co., 
both of New York, and each more than 
100 years old, will have as its president 
a man well known in the insurance 
field. He is Dale Sharp, now president 
of Guaranty Trust Co. His insurance 
connections include being chairman of 
Yorkshire Insurance Co, of New York 
and board membership in Standard Acci- 
dent and two of its affiliated insurance 
companies—the Pilot and Planet. The 
directors of both banks have voted for 
the merger and it will become effective 
when it is approved by the State Bank- 
ing Department and the Federal Reserve. 
On this page in December 26 issue I 
gave the names of five Morgan direc- 


proposed 


tors who are on insurance company 
boards Devereux C. Josephs, Junius 
Morgan, Arthur M. Anderson, Charles 


R. Chester and Richard R. Doupee. 
Currently, only one insurance company 
president is on Gtiaranty Trust board— 
Carrol M. Shanks of The Prudential, 
but over the years there have been a 
number of top men in the insurance 
field on that board. 


They were pres- 
idents Richard A. McCurdy, Mutual Of 
New York; L. Edmund Zacher, The 
Travelers; and Edward D. Duffield, The 
Prudential. Mr. Zacher’s tenure of Guar- 
anty directorship was 1934-45; Mr. 
Duffield’s 1929-38. Mr. McCurdy was 


head of Mutual at time of the Armstrong 
investigation, Joseph P. Knapp, a direc- 
tor of Metropolitan Life from 1877 to 
1939, and whose father was one of the 
founders of Metropolitan Life, was for 
some years a director of Guaranty Trust. 
For a long period Joseph P. was head 
of Crowell-Collier publishing organ- 
ization. 








Rembrandt Studios, Boston 
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Suieaenees Dusbsete Aateiiies 
Expedition 
Insurance is playing a protective role 
Ant- 
di- 
Botanic 


in studies now being conducted in 
Dr. Paul R. Burkholder, 
research at Brooklyn 
A policy issued recently by the 
Fore 


arctica by 
rector of 
Garden. 
America Loyalty Group provides 
broad coverage during his expedition in 
search of antibiotics which may be 
helpful in controlling human diseases, 
with substantial amounts payable to the 
Brooklyn Botanic Garden and the scien- 
tist’s wife in the event of accidental 
death, and several other benefits payable 
to either of the two beneficiaries. 


new 


Dr. Burkholder’s study was sparked 
by the knowledge that penguins in 
Antarctica have no known diseases and 
there are no harmful germs in their 
bodies. He feels that this may be direct- 
ly related to some undiscovered anti- 
biotic quality found only in the soils 
and sea of that region. 

“Penguins feed on shrimp,” said Dr. 


3urkholder, “and shrimp feed on plank- 
ton—and that’s what I intend to study.” 
Plankton is a microscopic marine growth 
rich in minerals and chlorophyll. 

Samples of soil and plants collected 
during the study will be shipped to the 
Brooklyn Garden laboratory and tested 
for possible use in a new antibiotic with 
which to battle cancer and other human 
diseases. 

Dr. Burkholder and his staff have con- 
ducted more than 100,000 similar experi- 
ments over a two-year period, using soils 
from many continents and many coun- 
tries, according to George S. Avery Jr., 
director of the Brooklyn Botanic Garden. 

Deception Island, about 100 miles off 
the Palmer Peninsula, is the base of 
exploration during the Antarctic study. 
Supplies and transportation have been 
furnished by the U. S. Office of Naval 
Research. The base is being provided 
by the Argentine government. 


* * * 


Joins John C. Paige & Co. 


J. Donald Fort has joined the office 
of John C. Paige & Co. in Boston. He 
will be responsible for handling and 
servicing ocean and inland marine lines 
Since 1933 Mr. Fort has been engaged 
in underwriting and production of inland 
marine business. For 11 years he has 
been associated with the Employers’ 
Group as assistant secretary of the Em- 
ployers’ Fire and superintendent of the 
property underwriting department. Prior 
to his association with the Employ ers’, 
he was affiliated with agencies in the 
New York area. Mr. Fort received his 
Bachelor of Science degree from Ohio 
State University, 
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Diemand Reports INA 
Assets Top $1 Billion 


SAYS 1959 OUTLOOK IS GOOD 





North America’s President Estimates 
$345 Million Premiums for 1958; Com- 
bined Loss, Expense Ratio. About 99% 





In his year-end progress report John 
A. Diemand, president of Insurance Co. 
of North America Companies revealed 
that the group achieved two milestones 
in 1958—its assets rose above $1 billion 
and, on December 10, the parent com- 
reached its 166th birthday. 


pany 
Although INA’s books are not yet 
closed Mr. Diemand said that before 





Cal and Don Young 
DIEMAND 


JOHN A. 


summaries will be 
available fairly accurate estimates can 
be made of 1958 results. He indicated 
that premiums written by Insurance Co. 
of North America and Indemnity In- 
surance Co. of North America will ap- 
proximate $345,000,000, an increase of 
about $22,000,000 over 1957. 


Operating Profit Expected 


definite statistical 


“There will be an operating profit, al- 
though a statutory underwriting loss 
will be recorded, due in large measure 
to the increased volume of writings,” 
“Mr. Diemand stated. “The combined loss 
and expense ratio for Indemnity and In- 
surance ren of North America will 
be around 99%.” 

Results in Specific Lines 

As to experience in specific lines, Mr. 
Diemand said: “Fire business was good 
during the year. Ocean marine showed 
a moderate profit, while inland marine 
continued the poor showing of last year. 
It does show signs of improving, how- 
ever, and if current trends in these major 
lines continue, they should produce a 
reasonable profit in 1959. 

“The automobile liability business ‘has 
not been good. The continued high fre- 
quency and severity of automobile ac- 

(Continued on Page 19) 


HAMMEL HAS HEART ATTACK 


Paul A. Hammel, Nevada Insurance 
Commissioner and vice president of Na- 
tional Association of Insurance Commis- 
sioners, suffered a heart attack on 
Christmas Day. His doctors reported he 
was much better last week. He is in 
the hospital at the Washoe Medical 


Center, Reno, Nevada. 


Gross Named Senior V.P. of 
Penna. Exchange Bank, N. Y. 


George J. Gross, Deputy Superinten- 
dent and counsel of the New York In- 
surance Department, has resigned to 
join the Pennsylvania Exchange Bank, 
8th Ave. and 38th Street, New York, 
as senior vice president. Mr. Gross 
started in his new post on January 2. 

Mr. Gross was appointed counsel of 
the New York Department in February, 
1956, and last April was named a Deputy 
Superintendent by Superintendent Julius 
S. Wikler. Prior to joining the Depart- 
ment he had practiced law for over 29 
years. e was also a director and 
counsel in several banks and _ corpo- 
rations. 

While with the Department, Mr. Gross 
conducted important hearings, notably 
those on rate filings of the New York 
Compensation Insurance Rating Board 
and on applications for auto liability 
rate increases of the National Bureau 
of Casualty Underwriters and Mutual 
Insurance Rating Bureau. 





E. J. Martin, Formerly of 
N. Y.C., Phoenix Director 


Edward J. Martin has been elected a 
member of the board of Phoenix Insur- 
ance Co., Hartford. He joined the com- 
pany in 1940 and soon after was made 
manager of its New York metropolitan 
department. In 1946 he became secretary 
of the company and was transferred to 
home office. He was elected a vice presi- 
dent in 1951 with supervision over a 
large segment of the company’s agency 
and underw riting operations. 

Mr. Martin is a vice president and di- 
rector of Reliance Insurance Co. of Can- 
ada and of Equitable Fire & Marine In- 
surance Co. of Providence, both com- 
panies in the Phoenix group. 


North British & Mercantile Marking 
150th Year; Entered U. S. in 1866 


The North British and Mercantile In- 
surance Co. this year celebrates the 
150th year of its founding. The company 
has weathered some stormy times indeed 
during those many years. When it was 
organized in 1809, Napoleon was at the 
zenith of his power and all Europe lay 
prostrate at his feet. When it entered 
the United States in 1866, this country 
was emerging from the paralysis of the 
Civil War. The insurance industry in 
1959 is trying to make up for the several 
bad financial years just past. 

The company was organized in Edin- 
burgh, Scotland, in 1809 as the North 

3ritish Insurance Company; but in 1862 
it agreed to a union with the Mercantile 
Fire in furtherance of their respective 
interests and the corporate title was 
changed to The North British and Mer- 
cantile. 


Entered U. S. In 1866 


In August, 1866, the United States 
branch was established at 74 Wall Street, 
New York City, with Ezra White as 
manager. During that initial year busi- 
ness was transacted only in New York 
City, but in July, 1867, agencies were 
established in Boston and Philadelphia 
and shortly afterwards in other cities. 
At the close of 1867 it was found that 
for the period of 17 months following the 
writing of the first policy, premiums had 
amounted to over $175,000, which was 
considered a satisfactory beginning. 

The first United States manager, Mr. 
White, retired in 1876 and was succeeded 
by Charles E. White and Samuel P. 
Blagden as associate managers. They 
acted in that capacity until 1887 when 
Mr, White retired and Mr. Blagden, who 
had been with the company almost from 
its admission into the United States, 
became sole manager. Mr. Blagden was 
followed in 1894 by Henry E. Bowers 
who retired at the end of 1899. From 
1900 to 1919 E. G. Richards served as 
manager. Cecil F. Shallcross succeeded 
him and served as United States man- 
ager, 1919 through 1945. George H. Dux- 
bury was appointed his successor Jan- 
uary, 1946, retiring at the end of 1951. 
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WILLIAM L. NOLEN 


Succeeding him in that important post, 
effective January 1, 1952, was William 
L. Nolen, the present incumbent. 

Mr. Nolen joined the North British 
Group in 1928 as Michigan inspector and 
served for many years as Tennessee 
fieldman and Michigan department man- 
ager before being called to the New 
York home-office in May 1946 as assist- 
ant U. S. manager. He has had many 
years of experience in field, branch office 
and administrative capacities and is 
among the younger executive heads of 
large insurance groups. Besides heading 


up several industry associations and 
organizations, he is also a member of 
many important committees. 


Early Directors 

An early director of the U. S. branch 
was Theodore Roosevelt (father of 
President Theodore Roosevelt) who took 
so much interest in its operation that he 
was an almost daily visitor. Head of 
another famed family on its board was 
John Jacob Astor who at his death was 
succeeded by James A. Roosevelt of 
Roosevelt & Son, lawyers. Another early 
director was Jacob Wendell, a New York 
merchant who died leaving one of the 
city’s largest estates. 

The North British acquired the Com- 
monwealth in January, 1907, and the 
Pennsylvania in February, 1917. The 
Mercantile was organized in July, 1897, 
by the North British and was known as 
the North British and Mercantile Insur- 
ance Co. of New York. In 1915 the 
name was changed to the Mercantile 
Insurance Co. of America. The Home- 


land, recently merged with the Central 
Surety, was organized April, 1927, by 
North British. 


The North British Group rounded out 
its fire and allied property coverage 
facilities by purchasing Central Surety 
and Insurance Corp. in July 1955, thus 
adding 


casualty and surety facilities and 
(Continued on Page 


23) 










COMPANY ACQUISITION 

Specialized counsel and aid 
in connection with search and 
negotiations to diversify oper- 
ations. Inquire without obliga- 
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CONSULTANTS 
IN MARKETING AND MANAGEMENT 
FOR THE INSURANCE BUSINESS 
FRANK LANGE:AASSOCIATES 
One NORTH LASALLE ST. 521 FIFTH AVENUE 
CHICAGO 2, ILLINOIS NEW YORK 17,N. Y. 
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Justice Dept. Watching Current Merger 
Activity, Judge Victor Hansen Says 


Current merger activity in the insur- 
ance field is receiving an increasing 
amount of attention from the Antitrust 
Division of the Department of Justice in 
Washington, Victor R. Hansen, Assistant 
Attorney General of the United States, 
in charge of the Antitrust Division, 
stated in a talk made before the Amer- 
ican Association of University Teachers 
of Insurance at Chicago last week. 
Judge Hansen previously mentioned that 
a particular merger is getting full study 
although in his address he did not cite 
specific cases, 

Among the causes that have en- 
couraged merger activity among com- 
panies, Mr, Hansen cited losses in the 
casualty business, partly caused by 
higher jury awards, which have made it 
necessary for some companies to spread 
into other areas in an effort to obtain 
additional sources of revenue. He said 
that multiple line legislation is also 
affecting the structure of competition in 
the insurance field. In this connection 
Mr. Hansen said: 

“Economy is achieved when a single 
insurer is able to write a combination 
of risks in the same policy, such as the 
homeowners type of policy. However, 
if the full line 1s obtained by the buying 


up of small specialized companies, a 
serious threat to competition may be 
posed. 


“Multiple line legislation has also had 
the effect of forcing small companies 
out of existing insurance markets be- 
cause of the increased capitalization and 
surplus requirements for the writing of 
all-risk coverage. The inability of the 
smaller companies to write these popular 
coverages may result in mergers of these 
companies to avoid being put out of 
business.” 


Points to Section 7, Clayton Act 


Giving background information, the 
speaker said that when the passage of 
the Sherman Act in 1890 proved ineffec- 
tive as a means of halting the wave of 
mergers at the end of the 19th Century, 
Congress in 1914 enacted the Clayton 
Antitrust Act. “After further amend- 
ments in 1950, section 7 of this act has 
become our main weapon agi uinst illegal 
mergers and acquisitions,” said Mr, Han- 
sen, He explained: “By ‘the terms of 
this section, acquisitions may be unlaw- 
ful if ‘in any line of commerce in any 
section of the country, the effect of such 
acquisition may be substantially to lessen 
competition.’ 

“Whether section 7 of the Clayton Act 
is applicable to a merger or acquisition 
in which an insurance company is in- 
volved depends upon two factors. First 
is the nature of the merger or acquisi- 
tion which is being consummated, Sec- 
ond, and of equal importance, is whether 
the state concerned has enz icted insur- 
ance laws covering the transaction, since 
the McCarran Act provides that the 
antitrust laws shall apply to the business 
of insurance ‘to the extent that such 
business is not regulated by State law.’ 

“ . 

With respect to this first factor, it 
should be remembered that the Mc- 
Carran Act exemption applies only to the 
business of insurance. It has no appli- 
cation to stock or asset acquisitions by 
an insurance company in an unrelated 
business. Thus, while under appropriate 
State laws, an insurance company may 
purchase the stock or assets of a com- 
peting insurance company, the section 7 
tests would be applicable if the same 
company were to make a similar acqui- 
sition of the stock or assets of a savings 
and loan association. 


Insurance Commissioners’ Attitude 


“While nearly all states have enacted 
rating regulations, on the other hand 
they have done little to alleviate the 
considerable impact the Clayton Act may 
have on the industry. . It is probable, 
however, that the Insurance Commis- 
Sioners in their model legislation did not 
attempt to authorize stock ownership [in 
competing companies] and interlocking 





directorates for two reasons: 

“First they were afraid such an author- 
ization would antegonize the Congress 

and be repugnant to the spirit of the 
McCarran Act. Secondly the larger 
risks can be undertaken on a cooper- 
ative basis without the ‘unhealthy’ eco- 
nomic relationship between the com- 
panies that stock acquisition and inter- 
locking directorate encourage. 

The speaker went on to say that 
mergers or acquisitions in those states 
which have not enacted any regulations 
governing them are, of course, fully sub- 
ject to the restrictions of Section 7. 
He did not believe that insurance 
mergers are regulated in the sense that 
term is used in the McCarran Act, 

“simply because the general corporation 
code of a state permits all corporations 
within the state to merge with or 
acquire the assets of other corporations. 
The absence of any similar provisions in 
the insurance regulations of a state 
would indicate that such state had not 
intended to exempt the merger activity 
of its insurance companies from the anti- 
trust laws.” 

It was noted that a minority of states 
have passed insurance laws designed to 
deal with the types of interlocking con- 
trols which are forbidden by the Clayton 


Act. Among these are California, Con- 
necticut, Illinois, Indiana, Massachusetts, 


New Hampshire, New Jersey, New York, 
Pennsylvania and Washington. In some 
states, such as Tennessee, this subject is 
covered in the Fair Trade Practice Law. 
These laws usually provide that pur- 
chases of other company stock are 
authorized unless competition would be 
substantially lessened or monopoly be 
created thereby. 

FTC-National Casualty Cases Raises 

Doubt 


Before closing Mr. Hansen said that 
the legislative history of the McCarran 
Act supports the view that Congress did 
not intend stz ite regulation to exempt the 
business of insurance from the antitrust 
laws if such state fails to adequately 
enforce its regulations. 

“Tf this view is correct,” he said, “Sec- 
tion 7 would apply to insurance mergers 
in a state where the Insurance Com- 
missioner or other authority failed to 
enforce his merger statutes. Some doubt 
has been thrown upon this view, how- 
ever, in the recent case of Federal Trade 
Commission vy. National Casualty Co. 
In that case, one of the points at issue 
was whether the FTC has authority to 
issue cease and desist orders against 
certain health and accident insurance 
companies for alleged false and mislead- 
ing advertising when the states have 
enacted legislation covering such prac- 
tice, 

“The FTC’s argument ‘that a general 
[state] prohibition designed to guarantee 
certain standards of conduct is too 
inchoate to be regulation until that pro- 
hibition has been crystallized into admin- 
istrative elaboration of these standards 
and application in individual cases,’ was 
rejected in the following words by the 
Supreme Court; 


‘However, assuming 
there is some difference in the Mc- 
Carran-Ferguson Act between “legisla- 


tion” and “regulation,” nothing in the 
language of that act or its legislative 
history supports the distrinction drawn 
by petitioner.’’ 

Judge Hansen’s final comment was that 
“the business of insurance receives the 
careful attention of the Antitrust Divi- 
sion because of its great importance to 
our nation. We are naturally pleased 
when a segment of the insurance world 
lets us know that our efforts are recog- 
nized and appreciated.” He acknowl- 
edged appreciatively the resolution passed 
last May by the National Association of 
Mutual Insurance Agents commending 
the Department of Justice efforts in pre- 
serving right of mortgagors to place 
property insurance in insurance com- 
panies and through agents of their own 
selection. 


Clyde Cecil Joins NAII 
Staff as Asst. Secretary 


The appointment of Clyde Cecil, for- 
merly manager of the Colorado Farm 
Bureau Mutual of Denver, as assistant 
secretary of the National Association of 
Independent Insurers is announced by 
Vestal Lemmon, general manager. 

Mr. Cecil will provide general staff 
assistance in the fields of legislation, In- 
surance Department relationships and 
administration of association affairs in 
addition to heading up NAII’s newly 
formed traffic safety department, Mr. 
Lemmon said. He is a former member 
of the NAII board of governors and had 
been chairman of the public relations 
and membership committee. . He also 
served on budget, dues and assessments, 
casualty underwriting, uninsured motor- 
ist committees and the advisory commit- 
tee on legislation and administration. 

Mr. Cecil has been general manager of 
Colorado Farm Bureau for the past eight 
years and prior to 1950 he was manager 
of the Colorado division of Farm Bureau 
Mutual of Kansas. 





W. C. Fiand, Crum & Forster 
Regional V. P., Dies at 66 


William C. Fiand, regional vice pres- 
ident of the Allegheny- Ohio department 
of Crum & Forster, died suddenly at his 
home in Pittsburgh on December 30 in 
his 66th year. 

A native of New York City, 
tered the insurance business in 
He served with the 27th Division in 
World War I. In April, 1927, he was 
employed by the Allemannia Fire as 
manager of the automobile department, 
subsequently becoming vice president 
and director. 

In 1928 he was appointed agency super- 
intendent of the Crum & Forster Alle- 
gheny department. He became its man- 
ager in 1952 and was elected regional 
vice president in 1957, 

Mr. Fiand had completed over 31 
years of devoted service to the Crum & 
Forster companies and contributed much 
to their growtth. 


he en- 
1917. 





Royal-Globe Promotes 


Two in Penna. Territory 

The Royal-Globe Insurance Group has 
appointed David G. Sayles as state 
agent in charge of the Bradford, Pa. 
office and John W. Short as state agent 
in Pittsburgh, succeeding Mr. Sayles 
there. 

Mr. Sayles, who completed the Group’s 
fire and casualty training program in 
its New York office, served as special 
agent in Harrisburg and state agent in 
Pittsburgh before his recent promotion. 
A graduate of Emory University, he 
joined the Group in 1954. 

Mr. Short, who has been with the 
Group since 1948, had been a special 
agent in Philadelphia, Wilkes-Barre and 
Harrisburg before his appointment in 
Pittsburgh. He attended Rutgers Uni- 
versity and completed the Group’s fire 
and casualty training course. 





GIDIERE PRESIDENT 

John J. Gidiere, state agent for Royal- 
Globe Insurance Group is the new pres- 
ident of the Capital Stock Fire Insur- 
ance Association of Louisiana. The elec- 
tion took place at fhe St. Charles Hotel 
in New Orleans. 

Other officers elected are F. Walter 
Schieman, Aetna, vice president, and 
Arthur E. Triemer, Fireman’s Fund, sec- 
retary-treasurer. Both are from New 
Orleans. 





SCHAUB, WILHOIT ADVANCED 

Insurance Co, of North America has 
named Charles A. Schaub, Jr. and Wil- 
liam L. Wilhoit assistant managers of 
its New Orleans service office. Both men 
were previously special agents for the 
service office. Mr. Schaub will handle 
administrative and production duties in 
New Orleans, while Mr. Wilhoit will 
continue to make his headquarters in 
Jackson, Miss., and supervise the com- 
pany’s business in that state. 





Diemand Reports 


(Continued from Page 18) 


cidents exerts an inexorable pressure for 
rate increases. The cost of automobile 
insurance is reaching such high levéls 
in many areas of the country that public 
indignation over must 
boil over and make itself felt in stricter 
enforcement of our traffic laws. An 
aroused and informed public can help 
cut the tragic toll of accidents and re- 
duce the cost of insurance.” 


Life Co. of North America Paid for 
$50 Million in Ordinary 


Delighted over the progress of INA’s 
life affiliate, Mr. Diemand reported: 
“Life Insurance Co. of North America, in 
its first full year of operations, has 
astonished the industry with its rapid 
growth. Paid ordinary life business will 
exceed $50,000,000, a truly remarkable 
accomplishment for any company in its 
first year. Paid Group life insurance will 
approximate $84,000,000, also a figure of 
which we are very proud. 

“Investment income for the INA Group, 
before taxes, will be near $28,000,000.” 

Emphasizing the growth of INA was 
the action in December by the board of 
directors in raising the annual dividend 
from $2.50 per share to $3. Mr. Diemand 
said that the board will also request 
authorization from the shareholders at 
the annual meeting in March, 1959, to in- 
crease the authorized capital from $30,- 
000,000 to $50,000,000. 

He then pointed out: “Significant to 
INA policyholders and to the agents who 
serve them was the installation during 
the past year of a large electronic data 
computer. Faster and more efficient 
service should result. Cost savings in 
paper work will be passed on to policy- 
holders as they are achieved. 

“During the year INA also introduced 
a monthly payment plan to enable policy- 
holders to consolidate and budget a com- 
plete insurance program.” 


1959 Business Outlook Good 


In Mr. Diemand’s opinion the business 
outlook for 1959 is good. The insurance 
business, in all lines, should also be good 
because it follows closely the movement 
of the national economy. He further pre- 
dicted: 

“Additionally, the insurance business 
has the opportunity of gaining a greater 
share of consumer expenditures as new 
and attractive insurance package policies 
are developed. 

“Our studies show that most families, 
for example, do not carry sufficient life 
insurance to protect their family security, 
nor as much life insurance as they can 
afford. Parallels exist in the property 
and casualty insurance field. 

“There will be increased emphasis on 
fire and accident prevention. Com- 
munities throughout the country have 
been shecked into awareness of the im- 
portance of day-by- day safety precau- 
tions in the wake of the tragic loss of 
life in the fire at Our Lady of Angels 
School in Chicago. INA has pledged its 
assistance to schools, hospitals and other 
institutions in scheduling regular and 
thorough safety inspections of properties. 


traffic accidents 





New Loss Prevention 
Service by Babaco 


Babaco Alarm Systems of New York, 
theft preventionists in the motor vehicle 
field, have added a new service for un- 
derwriters with installation of a newly 
designed electric record system that 
gives push button control to all Babaco 
equipment records. By pushing a button, 
complete details of any vehicle, whether 
in Portland, Me., or Honolulu, become 
available immediately, telling the entire 
service record for the Babaco installa- 
tion lifetime of the vehicle, including the 
last check-up. 

This is an added service both for 
underwriting a risk and checking on the 
status of a vehicle. This is a new type 
of record system created by Mosler Safe 
Company. 
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Hartford Stockholders 
Back Capital Increase 


WILL ISSUE 175,000 SHARES STOCK 








These Will Be Exchanged for Capital 
Stock of Columbian National Life 
Insurance Co. of Boston 

Stockholders of the 
Insurance Co. at a_speciai meeting 
January 6 voted to increase the capital 
stock of the company by issuing up to 
175,000 shares to be exchanged for out- 
standing shares of the capital stock of 
the Columbian National Life Insurance 
Co. of Boston. 

The exchz ange of stock is in accordance 
with provision of the plan of exchange 
which had previously been considered at 
a public hearing before the Connecticut 
Insurance Commissioner, who approved 
the plan on November 20. The plan of 
exchange was distributed to stockhold- 
ers of both Hartford Fire and Columbian 
National on November 28. 


Columbian to Join Hartford Group 


Hartford Fire 


If the exchange of additional Hartford 
Fire capité ul stock for Columbian capital 
stock is completed, the latter will become 
a member of the Hartford Fire Insurance 
Co. Group which presently writes all 
forms of insurance except life. 

President James C. Hullett of 
ford Fire and Julian D. Anthony, presi- 
dent of the Columbian National Life, 
jointly announced the proposed exchange 
of stock several months ago. The Hart- 
ford Fire observes its 150th anniversary 
in 1960. Columbian National was incor- 
porated in 1902. 


Hart- 


Letter to Shareholders Told 
About Yorkshire U. S. Sale 


The sale of the American subsidiaries 
of the Yorkshire Insurance Co., E ngland, 
was given conservative treatment in the 
the London 


news columns of insurance 
journals. The Post Magazine of Jan- 
uary 1, 1959, brings out that in a notice 
to its shareholders (December 23) the 


references made at 
the last two or three annual meetings to 
the adverse results being experienced in 
the United States and that “it appeared 


Yorkshire recalled 


likely that the trend would continue for 
some considerable time to come. 
“In these circumstances,” the share- 


holders were advised, “the directors have 


been faced with the choice whether to 
continue the business in the United 
States indefinitely on an _ unprofitable 


to take some other course.” 
announced the Yorkshire’s 
decided to ac- 


basis or 

As already 
head office management 
cept the offer of the America Fore 
Loyalty Group for the sale of outstand- 
ing stock of the Yorkshire Insurance 
Co. of New York and the Seaboard Fire 
& Marine. 

In advising shareholders of 
“sion the letter of December 


this deci- 
23 pointed 


out: 
“The step your directors have taken 
will mean that although the volume of 


business is reduced the results of the 
company outside the United States will 
no longer be offset by substantial trading 
losses in the United States, and the gen- 
eral effect upon our profit and 
count will be advantageous. 
“Subject to satisfying the necessary 
legal requirements it is hoped to carry 
this transaction through with effect from 
the end of the present year. The fi- 
nancial proceeds of this sale will in large 
measure be available to support the ex- 
pansion of the company’s operations 
within the British Commonwealth and in 


le SS aCc- 


other countries, and along these lines 
your directors anticipate a healthy and 
profitable development with long-term 


advantage to the shareholders. 
“The purchaser is a member company 


of the America Fore Loyalty Group, the 
largest fire and accident organization in 
the United States, and arrangements 


have been made in association with that 
Group for the Yorkshire to retain an 
interest in the United States’ field by 
way of reinsurance of profitable classes 
of business.” 





Weldon Joins Cook & Colver 


3ernard J. Weldon joined 
Cook & Colver Insurance 
Wichita, as a partner. He began 
his insurance career with Kansas In- 
spection Bureau following graduation 
from Illinois Institute of Technology 
with a B.S. degree in fire protection 
engineering in 1930. He joined the firm 
of Dulaney, Johnston & Priest in 1937, 
ee a partner in 1941. Cook & 
Colver Bonding & Insurance Agency was 
established in 1904. Mr. W eldon will be 
associated with William H. and Elma M. 
Moore. 


the 
Agency, 


has 


Kan., 





American Universal 


Names Pearson Adjuster 
The American Universal of Provi- 
dence, R. I, announces appointment of 
Frank A. Pearson as resident adjuster 
for Connecticut. A member of the Hart- 
ford Adjusters Association, Mr. Pearson 
has been engaged in independent multi- 
ple line adjusting, prior to which he 
had served as claims adjuster for the 
Yorkshire and the Aetna Group. 
_A_native of Connecticut, he received 
his B.S. in insurance from the Hartford 
College of Insurance. 
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Mr. Smith’s Other Hat 


Mr. Smith, insurance broker in 
Rochester, wears two hats...a 
brown felt, snap brim fedora and 
a Jinnah Cap! 


You see, he had a client, expanding 
with a new plant in Pakistan. 


“What gets me,” said Mr. Smith to 
the AIU man, “is doing business 
here in Rochester with the risk way 
out beyond the Middle East. Will 
there be any problems for me or for 
my client?” 


“No,” said the AIU man. “It’s 
simple. The Pakistan AIU is headed 
by an American, who is fully famil- 
iar with the same types of insurance 
that you are used to handling. And, 
your client will get American type 
insurance with prompt claims ad- 
justments right on the spot.” 





“You mean that AIU acts as my 
service department in Pakistan?” 
asked Mr. Smith. “That’s right,” 
said the AIU man. 


It was as easy for Mr. Smith as in- 
suring risks inside the USA. You 
can see the reason for Mr. Smith’s 
Jinnah Cap. His client is happy, too. 
Let AIU_ show you how you, too, 
can participate in this lucrative, 
overseas business. Call the AIU 
office nearest you. Ask for Dept. F. 
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Kenneth J. Bidwell Joins 
Delaney Offices as V.P. 





KENNETH J. BIDWELL 


Kenneth J. Bidwell, formerly chief ex- 
ecutive officer of The London Assurance 
Group in the United States, has joined 
Delaney Offices, Inc. of New York as a 
vice president, it is announced by William 
F. Delaney Jr., president of this well 
known reinsurance firm, Mr. Bidwell 
will direct its program of expanding 
service facilities throughout the country. 
The Delaney firm was established in 1954, 

A native of Liverpool, England, Mr. 
Bidwell joined The London Assurance 
Group in 1938 after extensive insurance 
experience in England and this country. 


His original assignment was the develop- 
ment of an inland marine department for 


the Manhattan Fire & Marine, the 
group’s first wholly-owned American 
affiliate. He advanced through various 


executive positions to become assistant 
U. S. manager of The London Assurance 
and vice president of the Manhattan in 
1950. Five years later he became U. S. 
manager of the parent company and 
president of the affiliate. 

During his period as chief executive 
officer here, The London Assurance 
Group reorganized its reinsurance treat- 
ies, expanded its casualty underwriting 
to become identified as a full-line insuror 
and established a pattern of more closely 
integrated regional and branch office 
operations countrywide. 





John Roane, Inc., Changes 

John Roane, Inc., independent insur- 
ance adjusters with headquarters in Bal- 
timore, has named W. Wayne Travers 
as general manager. He joined the or- 
ganization in 1945 and has had charge of 
various offices as manager at Hagers- 
town, Md., Charleston, W. Va., and 
Washington, D. C. 

David R. Beavers is named area man- 
ager in charge of eight offices in West 
Virginia. He is a graduate of West 
Virginia University and has been with 
John Roane, Inc., for about nine years. 
He is now acting manager at Charles- 
ton and in his new post will make his 
headquarters in that city. John D, C. 
Roane is president of the adjusting firm. 





Jesse E. White Dies 


Jesse Edwards White, 81, retired in- 
surance executive, died January Sot a 
ee attack at his home in Montclair, 

N. J. A native of Montgomery, Tex., he 
began his insurance career in Dallas, 

Tex. He came to New York in 1912 as 
secretary of the Great American and 
retired in 1928 as senior vice president. 
He became vice president of the North 


Star in 1931 and retired again in 1940. 
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AETNA NEW ENGLAND POSTS 


Promotion for Ralph H. Blodgett, Wm. 
Gills Jr., Robt. S. Kenyon 
and Russell E. Cole 

Clinton M. Allen, president, Aetna In- 
surance Co., has announced promotions 
in the company’s New England territory. 
William L. Gills Jr... CPCU has been 
promoted to supervisor in charge of the 
New England fire underwriting depart- 
ment. He succeeds Ralph H. Blodgett 
who becomes supervisor of the newly 
created personal lines unit. 

Also, Robert S. Kenyon has been pro- 
moted from state agent to manager in 
the Springfield, Mass. office in charge 
of the western Massachusetts and Ver- 
mont territory. In the Norwalk, Conn. 





office Russell E. Cole was promoted 
from special agent to state agent in 


charge of southwestern Connecticut. 

Mr. Gills graduated from the Kingswood 
School in 1937 and Colgate University in 
1941. He joined the Aetna in 1941, as an 
underwriting trainee. Following service 
in the U. S. Coast Guard in World War 
II, Mr. Gills was assigned to Aetna’s spe- 
cial risks department from 1945 to 1952. 
He joined the New England Department 
in April, 1952, and was appointed acting 
supervisor in August, 1958. He received 
the CPCU designation in 1953. 

Mr. Blodgett joined the Aetna in 1922. 
He became an underwriter in the New 
York City, Pennsylvania and New Eng- 
land departments. He was made New 
England agency supervisor in November, 
1948. During World War II he worked 
in the Aetna’s war damage department. 

Mr. Kenyon joined the Aetna in 1946 
with 19 years insurance experience. In 
March, 1947, he was appointed special 
agent for western Massachusetts. He 
was transferred to Springfield when 
Aetna opened an office in that city in 
November, 1947. In January, 1951, ‘he 
was made state agent for western Mass- 
achusetts and was placed in charge of 
Vermont in November, 1953. Mr. Kenyon 
was educated in Pittsfield schools and 
attended Cornell University. 

Mr. Cole joined the Aetna in July, 
1948. He was assigned as a special agent 
in Norwalk in October, 1949, and was 
transferred to Hartford in September, 
1950. In June, 1958, he was reassigned to 
Norwalk as a special agent. A native of 
Manchester, Conn., Mr. Cole is a gradu- 
ate of Wesleyan University. 





ADJUSTMENT BUREAU CHANGES 





Groves, Burt, Ruth Bates, Anna Weaver 
Retire; Priar Reading Manager; 
Drexler Vineland, N. J. Manager 

The Eastern department of the General 

Adjustment Bureau announces several 

retirements and appointments. Frederick 

S. Groves, James D. Burt, Ruth I. Bates 

and Anna Y. Weaver, retired, effective 

January 1. 


Mr. Groves, after graduating from 
Polytechnic Institute, served with the 
National Liberty Insurance Co. until 


October, 1922, when he joined the bureau. 
He served in several offices in the East 
and was transferred to Newark, N. J. 
in 1926. He was appointed assistant 
branch manager of that branch in 1950. 

Mr. Burt, after graduating from the 
U. S. Military Academy at West Point, 
served in the Army for a number of 
years and retired with the rank of 
colonel. He then served with the Under- 
writers Adjusting Co. at St. Louis, and 
the Southwestern Adjustment Co. before 
joining the bureau in March 1926. He 
has served since that time as senior 
adjuster at Albany, N. Y 

Anna Y, Weaver joined the bureau in 
1913 at Baltimore, and for a number of 
years was secretary to the branch man- 
ager. For the past several years she 
has been secretary to General Adjuster 
G. B. Robbins. Ruth I. Bates joined 
the bureau in November, 1933, at Spring- 
field, Mass. and has served at that office 
as senior clerk. 

Charles L, Priar has been appointed 
branch manager of Reading, Pa., suc- 
ceeding Courtney J. Haddock, transferred 
to Wilkes Barre, Pa. Mr. Priar joined 
the bureau in May, 1947, at the Harris- 
burg branch. 

. W. Drexler has been appointed 
branch manager of the Vineland, N. J. 


office succeeding E. R. Powers, resigned. 
Mr. Drexler, before joining bureau in 
1950, had previous insurance and adjust- 
ing experience. He served in the Harris- 
burg, Pa., office until March, 1956, when 
he was transferred to Vineland where 
he has been senior adjuster. 





FRITTS SPECIAL AGENT 

The Royal-Globe Insurance Group has 
announced appointment of Dwight H. 
Fritts, Jr. as special agent to assist 
State Agent F. J. Herrick in the north- 
east Nebraska field. He succeeds Owen 
R. Jones, who has been appointed state 
agent in Wichita, Kan. His headquarters 
are in Omaha. 
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J. P. FLAHERTY PROMOTED America Fore Companies 


Withdraw From the AFIA 


is announced jointly by 





Home’s Secretary in Philadelphia Trans- 
ferred to N. Y. Head Office for 
Underwriting Executive Duties 
Joseph P. Flaherty, secretary at the It 
Philadelphia office of the Home Insur- 
ance Co., has been transferred to the 
head office of the company in New York, 
where he will assume executive duties in 

the underwriting department. 

Mr. Flaherty, who joined the Home 
in 1920, was elected an assistant secre- 
tary in 1950. In 1952 he was made sec- 
retary in charge of personnel and office 
management, including underwriting, at 
Philadelphia. 


the re- 
spective managements of the American 
Foreign Insurance Association and the N 
America Fore companies, comprising the 
Fire and 
the Fidelity & Casualty of New York 


Continental, Fidelity-Phenix 


as members of AFIA, that a separation 
has been effected under conditions mu- 
tually acceptable. 


IN 1959 


America Fore 
| Loyalty Group 


Sales Messages Will Go 
Into 29 Million Homes 


They; will reach more than 100 million readers 
of these outstanding magazines: 


e THE SATURDAY EVENING POST +» NATIONAL GEOGRAPHIC 
e READER’S DIGEST e LIFE e TIME e NEWSWEEK 


Throughout the year America Fore Loyalty 

advertisements will feature the policies 

you sell and the advantages of the ser- 

vices of the INDEPENDENT INSURANCE 
AGENT. 
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Frank Schiff (left), president of Schiff Terhune & Co., Inc., New York insurance 


brokers, chats with Captain Richard 


ing, skipper of the atomic submarine 


“Seawolf,” at a recent USO party at the Waldorf Astoria Hotel, N. Y. Mr. Schiff 
is chairman of the Travelers Aid USO operating committee, The party, at which 
Captain Laning was guest speaker, was held in honor of chairmen and campaign 


leaders of the 1958 USO drive. 
serving 470 military installations. 
cruising submerged for 60 days. 





Marsh & McLennan 


Promotions Announced 
Hermon Dunlap Smith, president of 
Marsh & McLennan, 
brokers, announces a number of promo- 


Inc., insurance 


tions. 

New York office promotions are James 
T. Leftwich III and Donald Rindell, both 
as vice presidents; and the following as 
assistant vice presidents: Frank E. 
Toors, Jr., Robert B. Mullaney, Robert 
T. Heald, C. G. Waldron, William J. 
Downey, Jr., John M. Mras, Jr., Austin 
H. Lederer, James B. Aiken, Jr., Phillips 
Lounsbery, Peter E. Guernsey, David L. 
Moore, James Mercer Garnett, Benjamin 
C. Branch. 

In the Chicago office C. Robert O’Boyle 
and George D. Carroll were elected vice 
presidents and the following assistant 
vice presidents: James G, Lifka, Dale W. 
Reckard and Fred R. Hegerhorst. 

Richard H. Johnson, Minneapolis of- 


Proceeds will finance USO clubs and centers 
The “Seawolf” recently established a record 


TO MEET IN N. Y. MAY 18-20 

The American Association of Manag- 
ing General Agents will hold its 1959 
convention at the Essex House, New 
York City, on May 18, 19 and 20. A. W. 
Marshall, head of his own agency in 
Newark, N. J., is president of the as- 
sociation. 








GRIFFIN JOINS HURT & QUIN 

Hurt and Quin, Inc., general agents 
of Atlanta, Ga., have named William 
K. Griffin as special agent in northern 
Florida. He was formerly with another 
general agency in Florida, and with 
the Florida Inspection & Rating Bureau. 
A graduate of University of Florida 
Mr. Griffin succeeds Joe A. Burnett, 
Jr, who has joined a local agency in 
Marianna, Fla. 





fice, was elected resident vice president 
and Leyton B. Hunter, Atlanta office, 
was elected vice president. 
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R. E. Blakley, Ins. Buyer, 
Joins Johnson & Higgins 


Richard E. Blakley, formerly insurance 
manager of Helene Curtis Industries, 
Inc., New York, has joined Johnson & 
Higgins, international insurance brokers, 
in its Chicago office. 

Mr. Blakley, a graduate of Univers:ty 
of Chicago, has been in the insurance 
industry for a number of years. He is 
a director and president of the Chicago 
chapter of the American Society of In- 
surance Management and has been an 
active participant in the Insurance Divi- 
sion of American Management Associa- 
tion. 


Elect D. H. Winton to Board 


Of Insurance Brokers’ Assn. 








DAVID H. WINTON 


David H. Winton, a vice president and 
director of Johnson & Higgins, New 
York, and manager of its casualty de- 
partment, has been elected a director of 
the Insurance Brokers’ Association of 
the State of New York, Inc., filling a 
vacancy. 

Mr. Winton, 


University, has 


Princeton 
served in 


graduate of 
frequently 


& ba 6 
Engineering 
Service 


for Brokers 
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Serving Our Brokers for 
over Half a Century 








committee capacities both this associa- 
tion and the National Association of 
Insurance Brokers, among them being the 


special committee on nuclear energy 
insurance. 
He started his insurance brokerage 


career in 1935 and has served in the 
New York office of Johnson & Higgins, 
except for a period of naval service and 
a four-year assignment in the Pitts- 
burgh branch office which he _ helped 
organize. He also holds a LL.D. degree. 

Mr. Winton, who resides in Little 
Falls, N. J., and is a member of the 
Broad Street Club, is a graduate of the 
Aetna Affiliated Companies’ training 
school in Hartford, the Insurance Insti- 
tute of America and the Sales Analysis 
Institute. 





Quits Paper to Run Agency 

Arthur C. Youngberg has resigned as 
promotion director of the Chicago Daily 
News to become president of Youngberg- 
Carlson Company, a general insurance 
agency at 223 W. Jackson Blvd., Chicago. 
He succeeds his father who died last 
month. 


EMRI L. STIDHAM DIES 

Emri L. Stidham, Sr., Memphis, Tenn., 
retired supervising adjuster of the Trav- 
elers, died recently in Chicago. He was 
with the home office of Thg Travelers 
in Hartford from 1930 to 1943, leaving 
then for military service. After his 
discharge he was assigned to the Chicago 
branch office of the Travelers. 
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NAVA Reports 35 States Approving 
Extra Charge for Glass Styling in Cars 


The National Automobile Underwriters 
Association reports that many states have 


approved the additional premium for 
1959 automobiles with extensive glass 
styling. Effective January 5 seven more 


states — Delaware, Florida, Georgia, 
Maryland, Michigan, Minnesot: a and 
Wisconsin— approved this additional 


charge. NAUA stated that the additional 
rating procedure, effective in 35 states 
and territories, will be applicable soon 
in other states. 

The additional premium for models 
with extensive glass styling is $3 for 
each car insured for full coverage com- 
prehensive and $1 for each car with $50 
deductible comprehensive. NAUA fur- 
ther advises: 


Glass Losses a Serious Problem 


“Comprehensive insurance protects the 
owner against loss or damage to the 
automobile by fire, theft, glass break- 
age, windstorm, flood and many other 
perils except collision. Glass losses, al- 
ready a major portion of the losses ‘paid 
under comprehensive, are one of the 
serious problems facing insurance com- 
panies today. 

“Previous automobile styling included 
many models with wraparound, sizeable 
windshields. Nearly all 1959 models have 
twinwrap windshields curved at both 
ends, in addition to which the upper 6 
to 8 inches is curved back to flow into 
the roof line, thereby considerably in- 





F. L. Ludington, Asst. Mgr. 


of Underwriters Grain Assn. 


The Underwriters Grain Association 
of Chicago has appointed Frank L. Lud- 
ington as assistant manager, effective 
January 1. Mr. Ludington will assist the 
manager, Charles E, Harbin, in the ad- 
ministration of the affairs of the Asso- 
ciation. 

The recent broadening of the under- 
writing scope of the Association and the 
constantly expanding territory necessi- 
tates this change. Mr. Ludington will 
spend considerable time traveling. 

Mr. Ludington’s first post was with 
the Middle Department Rating Associa- 
tion in 1926. He joined the Atlas Assur- 
ance as special agent in Pennsylvania 
in 1932, being transferred to the western 
department at Chicago in 1939. He be- 
came manager of that department in 
1942, which position he held until De- 
cember 31. 

Mr. Ludington has served the industry 
in many committee assignments, having 
been president of the Underwriters Grain 
Association from 1953 to 1957, as well as 
a member of its executive committee. 
In addition, he has served on various 
committees of the Western Underwriters 
Association, the executive committee of 
the Western Actuarial Bureau, director 
and chairman of the Western Regional 
Committee of the NAUA, member of the 
Western Advisory Committee of the 
Factory Insurance Association, and a 
host of other affiliations. 





Fire Underwriters of 
Pacific Changes Name 


John A. Bunting, president of the Fire 
Underwriters Association of the Pacific, 
announces that the membership of the 
83-year-old organization has approved 
change of its name to the Insurance 
Underwriters Association of the Pacific. 
The change evidences recognition of 
trends in the business and of the increas- 
ing activities of the association far be- 
yond its original fire insurance back- 
ground; activities which include its 7,300 
volume library, its class progress in both 
San Francisco and Los Angeles and its 
branch library in the latter city, its pend- 
ing Agents School of the Far West, and 
its cooperative efforts with field associa- 
tions and agents groups throughout the 
Pacific area, 


creasing the glass area. For example, the 
average wraparound in latest prior 
models had 11 square feet of glass and 
was curved at both ends. The average 
twinwrap windshield, standard on most 
1959 models, will have 16 square feet 
curved at both ends, plus a curvature of 
glass extending into the roof. The twin- 
wrap windshield extending into the roof 
is also expected to increase the use of 
tinted glass which costs more to replace. 
More ‘glass means more exposure to 
breakage and higher cost of replacement. 


1959 Cars Will Cost More to Repair 


“In addition to the increased use of 
glass, construction and design of private 
passenger automobiles in recent years 
tend toward wider, longer and lower 
bodies. The styling trend, in addition to 
vast areas of glass, includes dual head- 
lights, many of which are a part of the 
grill assembly. Sculptured fenders and 
elaborate tail lights becoming part of a 
decorative rear grill are important parts 
of this styling. 

“Undoubtedly the 1959 models have 
more style appeal and are superior in 
many ways to their predecessors but 
they will cost more to repair.” 

NAUA representatives say that there 
are no foreseeable factors that would 
tend to reduce loss frequency and higher 
loss payments. 

GRIGSBY | STATE | AGENT 

William H. Grigsby is being promoted 
to state agent in northwestern Ohio, 
it is announced by the National of Hart- 
ford Companies. From 1951 to 1954 he 
was with the Ohio Inspection Bureau at 
Cleveland. He joined the National in 
October, 1954, as special agent in_north- 
eastern Ohio and in October, 1957, was 
transferred to Toledo to head up a newly 
opened field office for the National of 
Hartford Companies. Mr. Grigsby will 
continue to have his headquarters in 
Toledo. 


North British 150th Year 


(Continued from Page 18) 


becoming a multiple line Group. The 
Group is entered in all 49 states, the 
District of Columbia and Hawaii. 


Involved in Large Losses 


Many of the severest tests of the 
strength of the North British have 
occurred in the United States. It had 
been operating here only five years and 
had only $1,340,000 in United States 
assets when it was involved to the extent 
of $2,330,000 in the Chicago fire of 1871. 
The London board at once cabled: 
“Settle losses promptly. Draw at three 
days’ sight. Subscribe $5,000 for suf- 
ferers.” In the New York office is a 
circular dated December 5, 1871, giving 
a list of claims that had been paid to 
that date amounting to over $1,500,000, 
with other claims in process of settle- 
ment. 

A year later the company was involved 
for $742,000 in the Boston fire and again 
prompt settlements were made. The fire 
at Baltimore in 1904 again added to the 
company’s — with a total pay- 
ment of $853,00 

In 1906 came ae supreme test when 
San Francisco burned, with a property 
loss of $350,000,000 and a loss to stock 
insurance companies of about $225.000,- 
000. The claims against the North 
British amounted to about $3,684,000 and 
were so promptly settled that the com- 
pany was included in what the local press 
called the “Roll of Honor,” a list of 
companies which had met their obliga- 
tions at once honorably and without 
vexatious delay. The North British also 
subscribed liberally toward the relief of 
sufferers. 

On the threshold of its 150th year, 
North British looks forward with confi- 
dence, with its anniversary slogan: “Ses- 
quicentennial of Service and Stability.” 
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Five Promotions Made 
By Loyalty Ins. Cos. 


J. W. MINDNICH | NAMED V. P. 


R. H. Ball, E. re ‘edie, or, Hi. E. 
Broughton and W. P. Rogers 
Also Advanced 


B. Rez arden, president of the 


William 
Loyalty insurance 
Fore 
nounced the following official and super- 
eastern depart- 


companies of the 


America Loyalty Group, has an- 


visory changes for the 
ment, effective immediately: 
Vice President J. William 


succeeds Vice President Frank W. 


Mindnich 
Fran- 
zen who retired December 31. 

R. Howard Ball, 


has been appointed a secretary 


formerly an assistant 
secretary, 
of the 
Royal 


sists 


except the 
Ball as- 
Miller, 
Harte- 


companies 
Canada. Mr. 
George cs: 
Paul 


Loyalty 
General of 
Vice President 
succeeding Vice President 


lius. The latter has also been appointed 
a vice president of the America Fore 
companies of the group at their home 
office in New York. 

Locknish, Jr., has been named 


an assistant 
companies except 
assumes the duties 
to Mr. Ball. 


secretary of the Loyalty 
the Royal General and 
formerly assigned 


Herbert E. Broughton, superintendent 
of agencies, has been named to succeed 
John E. L ansing who retired December 
31. 

State Agent William P. Rogers has 


been promoted to manager of Loyalty’s 
Trenton, N. J. branch office succeeding 
Resident Vice President Russell .W. 
Riley who retired December 31. 


J. William Mindnich 
A native of Newark, N. J., Mr. Mind- 


nich attended Coleman Business College, 
Newark, joining the Firemen’s in 1916 
as a clerk. He,advanced to special agent 
in suburban New York in 1927. 

He returned to Loyalty’s Newark head 
office in 1932 where he became agency 
superintendent in 1933. He was appointed 
an assistant secretary of the Loyalty 
companies in 1935, second vice president 
in 1947 and a vice president in 1958. Mr. 
Mindnich is a member of the New York 
Ex-Fieldmen’s Club, Maplewood Civic 
Association and the South Orange Coun- 
cil, Knights of Columbus. 


R. Howard Ball 
A native of Newark, N. J., Mr. Ball 


joined the Firemen’s in 1916, serving in 
various underwriting positions until 1927 
when he was made a special agent for 
New York suburban territory. He was 
named agency supervisor at Loyalty’s 
Newark head office in 1944. His promo- 
tion to assistant secretary came in 1946. 
Edgar A. Locknish, Jr. 
Also a native of Newark, Mr. Lock- 
nish attended Newark Technical School. 
* He started with the Firemen’s in 1925 as 
a map clerk and later served as examiner, 
then as supervisor of the New York 
State fire underwriting division. He was 
appointed superintendent of agencies in 
955. 


Herbert E. Broughton 
Walterboro, S. C, Mr. 


entered the insurance field 
with a Savannah, Ga., local agency. 
After service with the Army Air Corps, 
he joined the Loyalty companies in 1944 
and was assigned to field work in Ala- 
bama and Mississippi. In 1944 he trans- 
ferred to Atlanta, as a fieldman, ' later 
being named state agent in Georgia. In 
1958 he 


Born in 
Broughton 


Was appointed agency superin- 
tendent in Loyalty’s head office. 
William P. Rogers 
Born in Omaha, Neb., Mr. Rogers has 


spent his entire business career with 
the Loyalty companies, having joined the 


old Concordia Fire in 1923. He trans- 
ferred to the Newark head office in 1926 
as an underwriter. He subsequently 
entered the field and later was appointed 
state agent in New Jersey. Mr. Rogers 
is a member of the New Jersey Field- 
men’s Association and Blue Goose. 











CHOOSE A SOUND LEADER 


For Overseas 
Protection 
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For maximum insurance protection of 
your clients’ interests abroad depend 
upon AFIA. Then you have the benefits 
of decades of experience in a world-wide 
organization and financial strength sec- 


ond to none. For the help you need 


contact our nearest office. 





AMERICAN FOREIGN INSURANCE ASSOCIATION 
161 William Street e« New York 38, New York 
CHICAGO OFFICE .. Insurance Exchange Building, 175 West Jackson Blvd., Chicago 4, Illinois 
DAZLAS OFFICE o.< o.5's + eee 2 400 Vaughn Building, 1712 Commerce Street, Dallas 1, Texas 
LOS ANGELES OFFICE . cece ce ctane 3277 Wilshire Boulevard, Los Angeles 5, California 
SAN FRANCISCO OFFICE .. Russ Building, 235 Montgomery Street, San Francisco 4, Calitornia 
WASHINGTON OFFICE .... Woodward Building, 733 15th Street N. W., Washington 5, D C. 


An association of leading American capital stock fire, marine, casualty and 


surety insurance companies providing insurance protection in foreign lands 




















In Operational Economies 


Merger of the Aetna Insurance Co. 
and its wholly owned subsidiary com- 
panies, the Century Indemnity, the 
World Fire & Marine and the Standard 
of New York, previously approved by the 
stockholders, became effective at mid- 
night, December 31, 1958. The Aetna 
will continue as the resulting corporation. 

In the past several years, legislative 
developments have eliminated the need 


Aetna Merger To Result | 
E 


for such subsidiary companies. It is B 
expected that the merger will result in 
operational economies. 5 § 





G. F. Redfield Joins 
Lumley, Dennant & Co. x. 


Lumley, Dennant & Co., Inc., of New ag 
York, specialists in excess and surplus 
line business, has appointed George F. 
Redfield as assistant manager of its 
Hartford branch office. 

Mr. Redfield, a graduate of Hillyer 
College, Hartford, in 1950, was with 
National Fire’s home office for his first 
three years in the business. He then 
spent 4% years with Connecticut Insur- 
ance Department.-in its license and claim 
division. 


Calif. Anti-trust Suit 


(Continued from Page 1) 





partnership of principal and agent,” he 
said. 

Mr. Crafts called attention to the 
fact that commission changes in the in- 
dustry had been many, both up and 
down, and that prior to now they had 
been accepted by agents as the act 
and wish of each company acting in- 
dependently. 

He said he believed the grievances of 
some of the members of the California 
Association of Insurance Agents centered 
around the belief that the rate increases 
earlier this year made necessary by the 





substantial increase in automobile loss the 
ratios in 1956 and 1957, arising principally me 
out of higher claim and repair costs, Ye 
should have been greater in order that re: 
the acquisition expense factor in the ; 
rate, in terms of percentage to prem- Ms 
iums, would have been continued without Ins 
change. las 

Mr. Crafts added that in his opinion Na 
if the industry could not continue to tin 
determine adequate and non-excessive ter 
premium charges following the historical 


pattern of many years, free of exposure 
to anti-trust suits, there would be only 
one alternative and that would be to 
promulgate net rates. He expressed the 
hope that this would never be necessary 
for he did not believe it would be in 
the interest of the high standards of 
service which the American Agency Sys- 
tem has provided to the public. 


Status of Agency Contracts Questioned 


Mr. Crafts and top executives of other 
defendant cempanies in this suit have 
questioned the status of agency con- 
tracts of all companies with respect to 
commissions on all classes of business. 
Discussion has also centered on the point 
of whether the companies should act to 
terminate the agency relationship with 
producers who are plaintiffs in the case. © 
However, with the filing of one general © 
suit against all seven companies some 
of the personal aspects of the case may 
have been lessened. 

The solution to the controversy offered 
by Mr. Crafts is that the agents of 
individual companies named in the suit, 
who believe they have been aggrieved, 
should sit down as independent contrac- 
tors with their principals and discuss 
their grievances before any further action | 
is taken, 

“T am certain,” Mr. Crafts said, “that ten 
if that procedure waite followed with 
respect to Fireman’s Fund there would | 
be no question whatever that all of the | 
company’s actions with respect to anto- Fe 
mobile commissions were independent 7 
and proper and that the continuance of 7 
legal proceedings would be useless and 7 
an unnecessary expense burden.” 
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Perry and Tierney 
Promoted by The Fund 


BOTH IN ITS EASTERN DEPT. 

Their Careers Run Parallel with Each 

Other; Both College Graduates, Naval 
Service, Active Industry Workers 


Walter G. Perry and Justin N. Tier- 
ney have been appointed assistant man- 
agers of the ocean marine operations in 





WALTER G. PERRY 


Department of the Fire- 
man’s Fund and its affiliates in New 
York. Both men assumed their new 
responsibilities on January 1. 


the Eastern 


In several respects the careers of 
Messrs. Perry and Tierney run strik- 
ingly parallel. Both had extensive scho- 


lastic training both served in the U. S 


Navy and both developed intense peace- 
time interest in marine insurance mat- 
ters: 


Born in Medford, Mass., Mr. Perry at- 


JUSTIN N. TIERNEY 


tended Holderness School and Tufts Uni- 


versity, College of Engineering, after 
which the enrolled in various courses at 
Harvard University, Boston University, 
School of Business Administration, and 
Franklin Institute in Boston. 

He joined The Fund in 1941, and after 
a short training period was sent to 
Boston as an inland marine special agent. 
His business career was interrupted by 





World War II. After spending four 
years as a lieutenant in the U. S. Navy, 
where he was attached to the Office of 
Naval Intelligence, he returned to The 
Fund and held various positions in ma- 
rine departments, both inland and ocean. 
Early in 1957, he became manager of the 
ocean marine cargo underwriting depart- 
ment, a post he now holds. 

Mr. Perry is a member and past presi- 
dent of the American Marine Insurance 
Forum, a director in the New York Ma- 
riners Association and a member of the 
John Street Club. 


Tierney’s Background 

native New Yorker, is 
LaSalle Academy and 
degree from Manhattan 


Mr. Tierney, 
a graduate of 
holds a B. A. 


College. In 1956 he received his bachelor 
of law degree from the School of Law, 


New York University, and the following 
year was admitted to the bar of the state 
of New York. 

He joined The Fund in 1940. From 
November, 1943, until June, 1946, he 
served in the U. S. Navy. On ‘his return 
to Fireman’s he served in various de- 
partments and at present is manager 
of its hull underwriting department. 


Mr. Tierney belongs to the Young 
Men’s Board of Trade of New York, 


which organization honored him in 1957 
by selecting him as the first “Young 
Man of the Year” to be chosen from the 
ocean marine fraternity. He is a di- 
rector of the American Marine Insur- 
ance Forum and a member of the Mari- 
time Law Association. 

The Fund’s ocean marine operations 
in the East are under the management 
of Resident Vice President G. Doane 
McCarthy, Jr. 


IRVIN S. MacDONALD DIES 





Was a Senior Ocean Cargo Underwriter 
With Chubb & Son Since 1923; 

His Affiliations 
MacDonald, a senior 
cargo underwriter with Chubb & Son 
since 1923, died suddenly on Christmas 
Day at his home in Pelham Manor, N. Y. 
He was 58. | 

Born in Sudbury, Vt., Mr. MacDonald 
was graduated from Lafayette College, 
Easton, Pa., in 1923. He served in the 
U. S. Cavalry in World War I. Mr. 
MacDonald is survived by his wife and 
three children. 

A Masonic Past Master, he was di- 
rector of the Mount Vernon YMCA, 
member of the Maritime Association of 
the Port of New York and the American 
Institute of Marine Underwriters. 


Irvin S. ocean 


Nagle Succeeds Donovan 


Paul Nagle became manager of the 
Ohio marine department of the Aetna 
Casualty and Surety and the Standard 
Fire with headquarters at Cleveland, 
January 1. He succeeded James R. Don- 
ovan, manager since 1941, who has retired 
under the companies’ retirement plan. 

Mr. Nagle, who has been superin- 
tendent of agents since 1954, attended 
Fenn College and has been with the 
companies at Cleveland since 1936. Mr 
Donovan joined the companies in 1919 
and served at the home office at Hart- 
ford as field sunervisor, sunerintendent 
of agents and marine agency manager 
before assuming the Ohio post. 


KAUFMAN HARRISSURG MGR. 

M. Palmer Kaufman has been ap- 
pointed manager of the newly <e ned 
Harrisburg, Pa. branch office of Reliz tble 


Insurance Co. He is well known in 
Pennsylvania insurance circles. having 
traveled the territory since 1940. 





Stewart of Lloyd’s Gives Opinion With 
Picture Slides on Insuring Nuclear Ships 


Giving his individual viewpoint, A. B. 
Stewart of Lloyd’s made an address 
before Insurance Institute of London on 
insuring nuclear ships. It was accom- 
panied by illustrated slides. 

Mr. Stewart said that the rating of 
nuclear hulls is a problem that will not 
arise for five or six years, but there 
were some aspects of such underwriting 
he would discuss. For one thing he was 
skeptical about the extent and effect of 
radiation. 


Subject Under 5-Year Study 


Mr. Stewart started making a special 
study of these risks in 1953. During 
that time he has had talks with many 
of Britain’s leading scientists and rez ad 
widely on the subject. Quite early in 
his survey he weighed up his position 
as follows: 

We had been too pessimistic; 

The explosion risk was so small as 
to be unimportant; 

The fire risk, too, was less than 
with the conventional vessel, because 
of the absence of bunker fuel and the 
method of providing power; 

On the other hand, a new risk had 
to be considered, that of a reactor 
breakdown, and the radiz ition which 
would follow if all the various safety 
devices failed. 


Skeptical About Radiation 


Said Mr. Stewart: “But this word 
radiation is rather a snare. Radiation in 
one sense conveys the impression of rays 
which penetrate, whereas this radiation 
means the throwing out and scattering of 
particles like soot, which leave a film 
of radio-active dust where they fall.” 

There are important differences be- 
tween the risk to marine underwriters 
and that to the non-marine, he said. “The 


great bulk of the commodities insured by 
the marine underwriter, being cargo in 
transit, are for most of the time in holds 
of vessels or warehouses. The more vul- 
nerable articles and commodities, too, are 
packed in cases or other protective pack- 
ing, because they have to be shielded 
against rain, dust and dirt during loading, 
transshipping and discharge. 

“So, in those cases, the pollution would 
not touch the actual goods themselves, 
and the marine underwriter is thus 
merely faced with the cost of cleansing 
the outside of the packages and cases 
With most unpacked cargoes—naturally 
the less vulnerable sort—it would be a 
matter of cleansing the articles them- 
selves. Admittedly, this cleansing would 
be more costly than ordinary cleansing, 
but with most cargoes the claim should 
fall far short of a total loss, or even a 
major claim. 


More Optimism 


“There is another factor which reduces 
the chance of a mammoth accumulation. 
Whereas a severe explosion causes sud- 
den and possibly tremendous damage to 
ships and cargoes in every direction 
around the scene of the explosion, and 
similarly a windstorm, tvphoon or earth- 
quake affects everv ship and cargo in 
the area—not so this radiation. Tt would 
be like a nlume of smoke. travelling off 
down-wind, and provided the wind direc- 
tion is constant, as at sea it usually is, 
in a 15 degree sector—one twenty-fourth 
of the circle. The angle being so nar- 
row, even a mile away the two arms 
of the sector would only be 500 yards 
apart. Not a great area! 

If the accident w ere on the high seas, 
other vessels lying in its path could 
easily get out of the wav with a single 
turn of the rudder. There would be 
plenty of time, because the plume moves 
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St. Paul Changes in Pa. 


After more than 27 years with the 
Saint Paul Fire & Marine as state agent 
at Harrisburg, Pa., M. E. Moyer retired 
last month under the company pension 
plan. Mr. Moyer pioneered develop- 
ment of the central Pennsylvania field 
for the Saint Paul which prior to his 
empioyment had been handled from New 
Jersey. Mr. Moyer was an experienced 
insurance man at the time he joined the 
company in 1931. He had been associated 
for a time with the Underwriters’ Asso- 
ciation, Middle Department, as district 
secretary, and through the years re- 
mained active on a number of commit- 
tees of that association. 

John H. Losh, who joined the Saint 
Paul in 1952 as special agent in Harris- 
burg, has been appointed state agent. 





only slowly down-wind;  incidently 
another difference between marine and 
non-marine, where the insured interest 
remains fixed in one place and cannot 
escape. The fact, too, that water is the 
ideal cleanser further reduces the chance 
of a big claim on the high seas. 


Isotopes or Fissionable Cargoes 


“As regards isotopes or fissionable 
cargoes, considerable quantities of these 
have been and are being insured. Most 
of them are a better risk than ordinary 
cargo by reason of their value, the way 
they are packed and the extreme care 
taken. Indeed, many of them are half- 
way to a specie risk. So here again, I 
see no problem. 

“Now a word about the liability apper- 
taining to these cargoes. One important 
Continental underwriter has advocated 
that such liability should not be insured. 
I, however, do not share this view.’ 
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Mann Named Senior V.P. 
Of Aetna and Standard 


OVER 32 YEARS WITH THESE COS. 
In New Post Will Be Responsible for 


All Insurance Activities; His Back- 
ground and Affiliations 


Promotion of Guy E. Mann as senior 
vice president of the Aetna Casualty & 
Surety and the Standard Fire is an- 
nounced following meetings late last 





GUY E. 


MANN 


board of direct- 
Mann will be 


week of the companies’ 


ors. In his new post Mr. 
responsible for all insurance activities of 
the two companies—casualty, fire and 


marine lines. 

For over 32 years Mr. Mann has been 
associated with the Aetna Afhiliated 
Companies, and has been vice president 
in charge of casualty lines since 1955. 

A native of Philadelphia, Mr. Mann 
came with the Aetna following his gradu- 
ation from University of Pennsylvania. 
After field experience he became man- 
ager of Aetna Casualty’s Washington 
and Boston offices. In 1953 was called to 
the home office as assistant vice presi- 
dent. Two years later he was advanced 
to vice president. 

Prominent in industry-wide organiza- 

_tions, Mr. Mann is a member of the 
executive and budget committees of the 
Association of Casualty & Surety Com- 
panies, and chairman of the association’s 
conference committee on traffic safety. 

A member of the board of governors 
of the Insurance Institute of America 
and the American Insurance Association, 
Mr. Mann also serves on the insurance 
committee of the U. S. Chamber of Com- 
merce. He is a former director and 
regional vice president of the Society 
of Chartered Property & Casualty Un- 
derwriters, and was first president of the 
District of Columbia Insurance Managers 
Association. He is a director of, the 
Hartford Chamber of Commerce and a 
member of the advisory board of the 
Hartford& C ollege of Insurs ance. 


AMERICAN PROMOTES MOLLOY 

Harold V. Molloy has been promoted 
by American Insurance Group from 
supervisor to assistant superintendent of 
the head office casualty underwriting de- 
partment in Newark. He has over 30 
years’ experience, joining his present 


company in 1939 at the Cleveland branch 
of Bankers Indemnity, 
manager for a 


Newark, 


He was Cincinnati 


time before coming to 


HARTFORD A. & I. FIELD POSTS 


William A. Sanderson Named Sales 
Representative in East; Truman C. 
Wright Goes to Dallas 
William A. Sanderson, sales repre- 
sentative in Hartford Accident & Indem- 
nity’s home office has been named dis- 
representative doing sales 
and educational functions in 
office territories in the 


trict sales 
promotion 
eight branch 
East. 

At the same time Secretary Daniel H. 
also announced the transfer of 
Truman C. Wright, sales representative 
at Oklahoma City to Dallas as A. & S. 
supervisor of Hartford Group’s South- 
western department. 

Mr. Sanderson, a graduate of Boston 
University, joined the Hartford Acci- 
dent’s sales promotion department in 
1947. Later he was Hartford area man- 
ager for Connecticut Blue Cross. He 
rejoined the Hartford in 1956 as an 
A. & S. sales representative for Connec- 
i Massachusetts and Rhode Island. 

As district sales representative, Mr. 
Sanderson will have duties at branch 
offices in Albany, Baltimore, Bridgeport, 
Buffalo, Philadelphia, Syracuse, Wash- 
ington, D. C., and Hartford. ; 

Mr. Wright has been with Hartford 
Accident since 1955 as Accident and 
Sickness sales representative at Okla- 
homa City. A Texan, he was graduated 
from Rice Institute and did eraduate 
work at Austin College and the Uni- 
versity of Oklahoma. 


Quigg 


EDMUND J. DONEGAN, 74, DIES 
Well Known in Casualty-Surety Circles 
He was New York Branch Manager 
of America Fore Loyalty Cos. 

Edmund J. Donegan, 74, secretary of 
the Loyalty Insurance Companies of the 
America Fore Loyalty Group and man- 
ager of the New York branch office, died 
January 4 at St. Vincent’s Hospital, New 
York City. 

Mr. Donegan was also a director of 
Metropolitan Casualty of the Group. He 
was scheduled to retire the end of this 
month. 

Mr. Donegan was honored recently by 
the Surety Managers Association of the 
City of New York. At that time William 
R, Ehrmanntraut of American Surety 


described Mr. Donegan’s contributions 
to corporate suretyship over decades of 
service. 

Mr. Donegan was president of the 
Surety Managers Association in 1948 
and served on its executive and various 
other committees. 

From 1921 to 1926 Mr. Donegan was 
general counsel for the United States 
Fidelity & Guaranty, and from 1926 to 
1929 he was first vice president and 
general counsel of Metropolitan Casualty. 
In 1929 he joined the General Surety 
Co. as executive vice president and in 
1933 became New York general manager 
of the Home Owners’ Loan Corp. From 
1934 to 1939 he practiced law. 

He was appointed a secretary of the 
Loyalty companies in 1939, supervising 
fire, casualty, surety lines in New York. 

Mr. Donegan was also a director of 
the New York Board of Trade and a 
past president of the Casualty Managers 
Association of New York. He was a 
member of the Insurance Society of 
New York. the Casualty and Surety 
Club and the Drug & Chemical Club. 

Mr. -Donegan is survived by his wife, 
Loie Carlin Donegan. 
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WC Board Sponsors Mi 
Rehabilitation Study It 


ao probl 
TO BE CONDUCTED BY N. Y. U. tions 
‘. . . Dis 

$135,000 Appropriated to Examine Medi- 
cal, Legal and Economic Aspects; and { 
Union-Management Attitudes phas 
ae event 
A comprehensive one-year study of some 
effective rehabilitation of industrially in- have 
jured workers is being initiated by New upon 
York University under a contract with — 
- e ratin: 
New York State Workmen’s Compensa- pack: 
. ~ . . ¢ 
tion Board. A $135,000 appropriation by belie 
the New York State Legislature was be r 
made for the study. It will undertake brok 
extensive exploration of four principal a ne 
areas: solvil 
I—In the medical area there will be the — 
a canvass to identify the types of dis- te 
abilities warranting rehabilitation ; the wide: 
means by which early referral of those Ther 
cases may be assured; the status of, and extre 
fees to be charged by, physicians in- peal 
volved in rehabilitative care; and the ~ 
availability of rehabilitation facilities in — 
the state. 7 
gt A a Jn 
2—In the legal area N. Y. U. is ex- fort 
pected to investigate the impact, if any, our | 
that the development of an effective joint! 
workmen’s compensation rehabilitation minit 
program may have on the principle of roune 
free choice of physician, the board’s we 2 
part in claimant referrals, the degree of view] 
supervision to be exercised by the board, soluti 


the amount of compensation to be al- 
lowed while a claimant undergoes re- Ne 





habilitative treatment, and the role the Th 
board is to assume in connection with as w 
the placement of rehabilitated workers. doubt 
3—In the economic field the study will many 
be concerned with rehabilitation and its will | 
effect on workmen’s compensation costs, State 
and the economic contribution of the of th 
rehabilitated worker. The relationship for t 
between the board and_ cooperating train 
agencies of state government presently a tin 
concerned with this problem will also ence 
be reviewed. level 
4—In terms of community responsi- accon 
bility, the study will provide an analysis soluti 
of the attitudes of labor unions and man- norm 
agement in the placement of the rehabili- men 
tated claimant. by 
Angela R. Parisi’s Remarks gi 
Angela R. Parisi, chairman of the | effort 
Workmen’s Compensation Board, com- | Perm 
mented: “At New York University, ~ stock 
which itself has recently established a panie 
separate center devoted to the study | mend 
and teaching of rehabilitative procedures | Pact 
and their social, economic and legal con- [) What 
comitant problems, I feel we have a @ busin 
distinct opportunity for sympathetic | Mmevit 
analysis of this complex point of develop- | migh 
ment in the evolution of our social insur- | |S a 
ance laws. » sider 
“With the various schools of the Um- = Sev 
versity participating in, and contributing 7 vital 
to, this study, the final report will make | Mark 
a valuable contribution to our continuing being 
effort to reduce the costs of workmen’s Cost f 
compensaion while at the same _ time tinue 
enhancing the net benefits to industrially plan 
injured workers,” Miss Parisi concluded. to ac 
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_ 1959 S Y Or D er SUCCESSOR TO NORTHINGTON Kemper Cos. Top $200 Million 
o ex 1 . 
een As ear ec1sion: New Tennessee Ins. Commissioner Leon In 1958 Premium Volume 
uae fin saga eagag Direct premiums written by the 
; : Kemper Companies reached a_ record 
Expect Answers To Industry Problems Leon Gilbert, who has been appointed $300 million in 1958. Board Chairman 
a to succeed Arch E. Northington as In- James S. Kemper reported on January 
surance Commissioner of Tennessee, 2, that premiums produced by more 
By CHARLES H. BoKMAN turned down the application of mutual — Kemper companies’ throughoet om 
| Resident Vice President in Pittsburgh, New Amsterdam Casualty Co. companies for a 25.8% statewide average ation were about $9 million greater 
¥ increase in automobile liability rates. than the pated i 1957 sales of $191,- 
The author of the article which follows is resident vice president in Pittsburgh for The rates filed for December 5, would 945,222. Kaw 
New Amsterdam Casualty. He regularly writes articles on topics in the business for have become effective January $ had Mr “The newer lines of insurance with 
the company’s The Premium Producer. Gill 1 H ; . *% .. our companies—life and ocean marine 
Discussing 1958 Mr. Bokman said that due to continuing bad loss ratios companies mulbert aI: actec ' 7: nae Nerd een. ~—produced_ satisfying results,” Mr. 
were obliged to continue a process of refinement of their business. He listed these = = EY to si pia r, Nor- Kemper said. “Other gains were shown 
subjects as the highlights of the year just passed. thin on who had resigned under fire on in fire, automobile and boiler and ma- 
State regulatory authorities in some stances took advantage of interpretations this issue. chinery.” We also are gratified that 
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of the all-industry bill that permitted them to resist rate increases for reasons that 


did not always stand up too well in Court. 


For the first time, companies began filing 


for rate increases with modifications of the acquisition costs to include a reduction in 


the commission allowance to producers. 


The agents fought back in varying degrees 


in different localities. Also the year witnessed a number of important mergers. 


Mr. Bokman previews 1959 as follows: 


It would appear that many of our 
problems are crystallizing and that solu- 
tions are to be expected. 

Discussions between the Bureau people 
and the independents concerning various 
phases of the package policy should 
eventually mean a straightening out of 
some of the general problems. As you 
have probably read, one group insists 
upon the individual Bureaus, who nor- 
mally exercise jurisdiction, separately 
rating such classes as are included in the 
package policy, while the other group 
believe that the package policy should 
be rated as a composite unit and not 
broken down by class with each class 
separately rated. 

Perhaps one of the real difficulties in 
solving some of our problems has been 
the normal competitive selfishness on 
all sides, clinging to tradition and resist- 
ing change on one side, and the fight. for 
wide-open competition on the other side. 
There is such a wide difference in these 
extremes that there should be sufficient 
area for a happy compromise. Most of 
these problems up to this time have been 
approached from the cold, calculated 
viewpoint of competition, 

Unquestionably all factions would fare 
far better if the general approach to 
our problem were based on how we can 
jointly provide a better coverage at a 
minimum cost and generally perform all- 
round better public service. So long as 
we approach our problems with fixed 
viewpoints, so much farther away lie the 
solutions. 


New Insurance Department Heads 


There is one rather disconcerting note 
as we face 1959, the time when we un- 
doubtedly enter a “year of decision” on 
many of our serious problems. There 
will be a great many new men heading 
State Insurance Departments as a result 
of the recent elections. These will be, 
for the most part, raw, new and un- 
trained men thrown into the breech at 
a time that calls for all of the experi- 
enced and trained men at the State 
level that can be had if we are to 
accomplish most good and accelerate the 
solution to our many problems. It is 
normally to be expected that these new 
men in these new positions will probably 
approach the situation cautiously, and 
that generally means slowly. 

One obviously pending change is the 
effort to amend the New York laws to 
permit life insurance companies to hold 
stock in, or own, fire or casualty com- 
panies. This change could have a tre- 
mendous effect and a far-reaching im- 
pact on our whole industry. Much of 
what happens to the whole insurance 
business could depend on this apparently 
inevitable change. What some companies 
might do if such a change were made 
is a very important factor to be con- 
sidered. 

Several problems seem to stand out as 
vital ones to be solved in the automobile 
markets for 1959: First, rates are often 
being filed subject to reduced acquisition 
cost factors. Agents apparently will con- 
tinue to resist this program until some 
plan is developed that will enable them 
to acquire additional dollar income to 





offset losses due to commission reduc- 
tions. ; 
Secondly, the logical place for such 


additional income would be from a pro- 
gram that enabled the agent to recoup 
preferred business from the competition. 
Perhaps this could be accomplished by 
developing a program that presents a 
separate rating schedule for “run of 
mine” business and preferred rates for 
preferred classes. It appears that some- 
how we must produce a preferred class 
to be written at preferred rates if we 
hope to attract preferred business. 


Action on Competition 


There are other, apparently what some 
consider small, matters that have been 
discussed wherever the insurance people 
met last year. Enough talking about 
such problems as flat cancellations, free 
insurance, improved collecting and many 
other “luxuries” we have enjoyed as they 
just seemed to grow up over the years 
and now at this time are all adding up 
to increasing the difference between the 
cost of our product and that of our 
competitors. It is high time that we 
did something about these things and 
the new year seems to be about as good 
a time as any for action, 


Obviously, the public, in many in- 
stances such as in automobile lines, 
wants insurance at rock-bottom costs 


and our problem is to eliminate every 
single item possible and get our price 
for preferred business down to mass 
market pocketbooks. In this process we 
must cautiously proceed to make certain 
that we do not cheapen our product by 
eliminating the essentials that are all 
the basic ingredients of complete insur- 
ance protection, but discard only what 
have become known as abuses resulting 
from relatively unimportant concessions 
and favors granted in happier and less 
competitive days. 

There will undoubtedly be many 
changes of varying importance, too 
numerous to mention here. Most of us 
are immediately concerned with properly 
conducting our own business as_ the 
panorama of the new year unfolds. 

Once again, we believe that the sub- 
stantial agent who is in business per- 
manently will profit most by holding 
steadfast to the standard companies and 
the standard article. The basic principle 
of insurance is stabilization, in making 
certain of the uncertain, and this end 
cannot be accomplished, nor can public 
confidence be justified, unless agents and 
companies, by and large, stand by those 
things that are most likely to be stable 
and reliable, regardless of conditions. 

The coming year can be a very good 
one. It could develop practical solutions 
to many of our problems—whether these 
ends will be accomplished or not depends. 
to a considerable extent, on how each of 
us individually conducts himself. After 
all, the insurance business as such, and 
as we know it, is onlv a broad view of 
what all of us are doing. 

If we will so guide our activities as 
to evidence not only our hope for a 
better insurance business, but advance 
our every act toward that end, when 
the time comes to close the books on 
1959 it could reveal an excellent overall 
result. 


Mr. Gilbert said he would not grant 
the increase before a public hearing was 
conducted. These companies have 30 
days in which to apply for such a hear- 
ing. 

The new Commissioner met with his 
staff to prepare for a public hearing on 
an application by the National Bureau 
of Casualty Underwriters for a 23.7% 
increase for stock companies. 

In another development, State Sen- 
ators Thomas McGrath and Richard Ful- 
ton said they would suggest to the 
General Assembly that the Public Serv- 
ice Commission be given authority to 
rule on rate increases in the future. 


our premiums from operations in Brazil 
and Puerto Rico showed increases. 


“There is every indication that our 


over-all loss ratio will improve over 
last year,” Mr. Kemper reported. “We 
are certain that our selective under- 
writing policies and investment pro- 


gram will enable us to earn our dividends 

to policyholders, by a comfortable mar- 
S ” 

gin. 





Senator McGrath said the recommenda- 
tion would include a proposal that the 
commission add an experienced insur- 
ance actuary to its staff. 
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High Auto Liab. Rates 
Are Logical in Mass. 


STUDY COMMISSION FINDS 





Sees Instances of Inadequate Rates; Ex- 
tensive Innovations Recommend 
Cut-Rates Rejected 





A Massachusetts State 
Study Commission has stated that 
surance rates in the state are not 
cessive, but in many instances are inade- 


Legislative 
in- 
ex- 


quate. 
The Commission, headed by State 
Senator Edward J. DeSaulnier Jr., (R.), 


after an exhaustive 18-month inquiry into 
auto liability insurance, declared that 
establishment of a 350 to 400-man State 
Highway Patrol, together with strict 
imposition of penalties for infractions of 
motor vehicle laws, represent the only 
avenues to cutting traffic accidents and 


reducing costly compulsory insurance 
rates 

“If Massachusetts has the highest 
claim frequency in the country,” the 


161-page report said, “it stands to reason 
that its insurance rates likewise should 
be the highest in the country. There is 
not the slightest question that unusually 
high claim frequency is the principle 
reason why Massachusetts rates have 
soared to their present levels.” 

The highway patrol would be financed 
in part by assessing Massachusetts 
motorists an extra $1 a year on their 
driver’s license fees to raise $2,113,000 
a year. The Commission said _ that 
neither the State Police nor personnel 
of the State Registry of Motor Vehicles 
is “adequate to do the patrol job.” The 
proposed patrol would be entirely sep- 
arate from the State Police. 


Suggested by Commission Report 


The Commission, in stressing the ne- 
cessity for greater highway safety to cut 
accidents and reduce insurance pre- 
miums, called for: Mandatory suspension 
of licenses for persons convicted of 
speeding; revoking the privilege of 
operating for 15 days on the first con- 
viction, 30 days for the second, 60 days 
for the third, and a minimum of one year 
for additional violations of the speed 
law. 

Also, restriction of night-time driving 
by operators between the ages of 16 and 
18; permitting after-dark driving by 16 


and 17-year-olds only if accompanied 
by a licensed driver over 18; re-examin- 
ation of all drivers every six years ; 


expansion of driver-training programs in 
the schools; and establishment of a no- 


fix traffic enforcement program. 
Also, local adoption of jaywalking 
laws ; legislation to let motorists buy 


insurance coverage against accidents in- 
volving an uninsured driver from Massa- 
chusetts or another state; changes in 
‘State Motor Vehicle Appeal Bureau 
functions so no insured driver, after 
notice of cancellation by a company, 
shall have the right to appeal refusal 
from any other company to issue new 
insurance on the same motor vehicle 
until the expiration of 30 days from the 
effective date of the cancellation by the 
first company, and to have the board 
make an annual report on the number 
of cases heard and their disposition, 
Among proposals rejected by the Com- 
mission majority were those to allow 
sale of auto insurance at a rate less than 
that fixed by the State Commissioner 
of Insurance; to establish a state ‘fund 
to guarantee payment of a judgment; to 
increase the minimum $5,000 to $10,000 
compulsory coverage, and to require 
motorists to carry property damage, 
guest and extra territorial coverage. 





AMERICAN EQUITY JOINS ACSC 
American Equity Insurance Group, 
consisting of the Reliable Insurance Co. 
and the Swiss National Insurance Com- 
pany, Ltd., United States branch, has 
been elected to membership in the Asso- 
ciation of Casualty and Surety Com- 
panies. ACSC now has 129 members. 


Requisites For Traffic Safety Plan 
Enumerated by ACSC’s Paul Blaisdell 


Paul H. Blaisdell, director of traffic 
safety for the Association of Casualty 
& Surety Cos., addressed the organization 
meeting last month of the New Hamp- 
shire Citizens Council on Traffic Safety. 
He told the organizers: 

“If 1 were to list those things which, 
in my opinion, are the prime requisites of 
a completely solid highway safety pro- 
gram, | would say: First—competent and 
honest public officials—state and local— 
aware that legal responsibility for high- 
way safety rests with government 
ready, willing and able to do the best 
job with the facilities made available 
to them. 

“Second—an_ organized, 
determined public, ready to translate 
their often-expressed desire for safe 
highways into insistent demand that the 
job be done, and equally ready to pay 
the price, in dollars and cents and in 
personal compliance with the rules. 

“Third—an objective program, agreed 
upon by officials and public, wherein 
every known medium of public informa- 
tion is used to build public understanding 
into public acceptance of the absolute 
need for strict, fair and impartial con- 
trol of drivers and pedestrians.” 

Anything short of these three key- 
stones foredooms a traffic safety pro- 
gram to failure, Mr. Blaisdell declared. 

“By citing these requisites I have, in 
substance, documented the foundation for 
the work of New Hampshire’s new Citi- 
zens Council on Traffic Safety,” he 
added. “I see no instance in which New 
Hampshire does not or cannot, ulti- 
mately measure up to these foundation 
standards.” 

Lauds New Hampshire Officials 

Mr. Blaisdell said the is certain that 





aroused and 


New Hampshire officials are ready to ac- 
cept their full responsibility for the 
traffic safety program. 

“You have, in state government, men 
recognized throughout the continent for 
their leadership ability and their experi- 
ence,” he continued, “You have, in the 
person of your Commissioner of Motor 
Vehicles, the current president of the 
American Association of Motor Vehicle 
Administrators—the highest honor which 
motor vehicle commissioners of two na- 


tions can bestow upon one of their 
number. 
“You have able, well-trained men in 


highway, police and education depart- 
ments. You are equally fortunate in your 
communities. During the past three or 
four years I have been able to work and 
talk with police chiefs from Berlin, 
Laconia, Manchester and Portsmouth. 
I know what they are thinking and what 
they are trying to do for safer highways. 
They have the ‘know how’ if you, the 
people, will give them the backing. 

“Some of the goals toward which New 
Hampshire is working in street and 
highway safety have already been ad- 
vanced by your state delegation at the 
regional session of the President’s Com- 
mittee for Traffic Safety at Atlantic 
City, ratified by a larger group of citi- 
zen leaders assembled by Governor 
Dwinell and are now part of these pro- 
ceedings as you face an incoming legis- 
lature which needs to take constructive 
action for the betterment of traffic 

“You have the ‘framework’ of a citizen 
organization. I call it a ‘framework’ 
because it is just that, and nothing more, 
until action puts ‘meat on the bones.’ 
Your citizens council is, as yet, untried 
in the hard school of experience.” 





Problem Bonding Highway 
Patrol Under New Mo. Law 


Hugh Waggoner, superintendent of 
the Missouri State Highway Patrol, is 
reported having difficulty obtaining a 
$50,000 bond required under a new law 
to give officers of the Highway Patrol 
broader powers in their job. 

Mr. Waggoner found no bonding com- 
pany prepared to issue such a policy 
except Lloyds of London, which, how- 
ever, required an annual premium of 
$12,512. The latter company was even 
reluctant to take the risk but quoted a 
rate of 25% of the risk per annum. 

The provision is contained in the lim- 
ited Search and Seizure Act passed. The 
law holds the Superintendent liable for 
the acts of any employe of the patrol 
who are engaged in carrying out the 
search and seizure rights on state high- 
ways. 

Companies informed Superintendent 
Waggoner the provision places an un- 
reasonable burden on the administrator. 
Some companies have advised him that 
it is an “unbondable risk and that some 
form of liability insurance would be 
preferable.” Others stated that the de- 
fending of harassments/suits would 
prove too costly, since the $50,000 bond 
would be a prime target for unscrupulous 
persons to sue under. Most companies 
advised they had never seen a law so 
worded. 

The matter will be reported to Gov- 
ernor James T. Blair. The only solution 
to the problem appears to be to change 
the wording of the law. 





Auto Rates Cut in Nevada 


Nevada State Insurance Commissioner 
Paul Hammel announced that almost all 
motor vehicle insurance rates in the 
state would be cut, effective January 7. 
He said automobile liability rates for 
passenger cars would be reduced by an 
average of 18.7%, while collision and 
allied coverage would drop by from 
6 to 19%. 

Commercial vehicle rates, he said, 
would be reduced about 10% on collision 


Self-Insured WC Claims 
Inadequate, N. J. Bar Told 


Employes injured while working for 
New Jersey firms which operate their 
own compensation insurance programs 
have about two chances in three of what 
the state considers a fair settlement, it 
was declared by Ned Parsekian, super- 
vising judge of the State Labor Depart- 
ment’ s workmen’s compensation division, 
in addressing a meeting in Newark of 
the Unlawful Practices Committee of the 
State Bar Association. 

He said that one-third of all settle- 
ments by self-insured companies were 
found by the department to be unfair. 
The division, he added, has checked 
about one settlement in five since last 
January. 

Based on the judge’s address and its 
own research, the committee adopted 
resolutions requesting the state legis- 
lature and Governor Meyner to author- 
ize more hearing personnel for the 
workmen’s compensation division and 
requesting that the State Bar Associa- 
tion enter a current case involving self- 
insurors as a friend of the court. 

Pending before the Appellate Division 
of Superior Court, that case is a request 
for a declaratory judgment filed by 18 
of the largest firms in the state and 
claiming State Labor Department super- 
vision of direct settlements to be illegal 
under existing statutes. 

The request includes the following 
firms: General Motors, Ford Motor Co., 
Bethlehem Steel, Westinghouse, and 
Standard Oil Co. of New Jersey. 





Kemper Junior Executive 

Appointment of Willis S. Biggs as a 
junior executive of the Kemper Group 
has been announced by Hathaway G. 
Kemper, chairman. 

Mr. Biggs has been agency production 
manager for the companies’ 23-state 
Central department territory since 1954. 





insurance, but would rise almost 12% 


on liability coverage. 


ON SCHOOL CONSTRUCTION 


Surety Assn. Publishes Pamphlet by I. 
Roy Psaty Construction Executive; 
Bonds Help Sound Competition 





School construction problems are dis- 7 


cussed in a pamphlet just published by 
the Surety Association of America and 
being given wide distribution to the con- 
struction industry and to school busi- 
ness Officials, 

The pamphlet is a reprint of an ad- 
dress delivered by I. Roy Psaty, presi- 
dent of Psaty & Fuhrman, Inc., New 
York City contracting and engineering 
firm, at a recent panel discussion on 
“Problems Which Occur Frequently in 
the 
Association of School Business Officials 
of the United States and Canada. 

Problems peculiar to school building 
construction analyzed as well as 
labor-management relations, contract ad- 
ministration, and avenues whereby econ- 
omies may be effected in school con- 
struction. 

Discussing the role of surety bonds in 
school construction, Mr. Psaty says: 
“The requirement that bonds be posted 
to guarantee the performance of public 
contracts and the payment of bills in- 
curred thereunder, has been an accepted 
practice with few "exceptions throughout 
this country. It is my opinion that wider 
competition among subcontractors and 
suppliers exists because their credit risks 
are eliminated through the payment 
bonds, and defaults by prime contractors 
are infrequent primarily because the per- 
formance bonds have been a requirement. 
This, in effect, makes the bonding com- 
panies the screening agency to determine 
the financial responsibility of the bid- 
ders.” 

Single copies of the pamphlet “School 
Construction Problems” may be obtained 
without charge from the educational de- 
partment of the Surety Association of 
America, 60 John Street, New York 38. 


Schoolhouse Construction” before 


are 





Reductions Noted in Rate 
Revisions of Nat’! Bureau 


Reductions are noted in a number of 
classifications in several states in the 
recent round of auto liability rate re- 
visions by the ova se Bureau of Cas- 
ualty Underwriters. Following is a sum- 
mary of revisions, effective January 7. 

Arizona—P rivate passenger reduced 
4%; Commercial cars get 6% increase; 
less than one per cent increase on garage 
risks. 

California—Statewide average increase 
7%. 

Oregon—Statewide 
of 2.5%; commercial 
garage risks 12%. 

ee cae itewide average in- 
crease 3.5%; 14% increase for commer- 
cial cars and 12% for garage risks. 

Utah—Decrease of 10.6% for private 
passenger cars; decreases also for com- 
ory cars (2 3%) and garage risks 
(29%) 

Alaska—Decreases statewide in rates 
for private passenger (14.5%) and com- 
mercial cars (7.5%). Division 1 garage 
risk rates are inc reased 7.4%, 

National 
December 31 in the following states: 

Idaho—Reduction of 4% 
passenger cars; 2% reduction 
mercial cars, and a 24% 
garage risks. 

Montana—Liability rates increase less 
than one per cent; 10% reduction for 
commercial cars; 3% increase for garage 
risks. 


average increase 
cars up 21% and 


Appoints Henry N. Smith 

Amalgamated Mutual Automobile Cas- 
ualty of New York has appointed Henry 
N. Smith executive vice president. 

Mr. Smith, who was vice president of 
the Public Service Mutual Insurance 
Co., was formerly general counsel and 
chief of the legal bureau of the New 
York State Insurance Department. 
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WC Awards on Occupational Disease 
Cases Averaged $1,621 in 1956 


Angela R. Parisi, chairman of New 
York State Workmen’s Compensation 
Board reported at year-end on compen- 
sation awarded in 3,715 occupational dis- 
ease cases closed by the board in 1956. 
The total paid $6,022,838 worked out at 
an average award per case of $1,621. 

The 1956 total award was up 4% on the 
1955 figure of $5,770,930 

Occupational disease cases, although 
relatively few in number, are substan- 
tially more costly than cases resulting 
from accidental injuries. Such cases 
comprised three percent of all compen- 
sated cases closed in 1956, but they ac- 
counted for six percent of the amount 
of workmen’s compensation awarded in 
all cases closed that year. These awards 
do not include amounts paid for hospital 
and medical care. 

Occupational diseases are the result of 
occupational activity or exposure to in- 
jurious substances, usually over a period 
of time. They result from contact with 
chemicals and toxic substances, and also 
from continued exposure to dangerous 
conditions, such as extremes of tempera- 
ture, prolonged dampness and compressed 
air. Some skilled workers, such as gran- 
ite cutters and molders in foundries, may 
suffer from silicosis or other dust dis- 
eases. Silicosis is a disease which de- 
velops in the lungs of workers exposed 
to dusts containing silica, Other occu- 
pational disease cases are caused by 
continuous contact, repeated motions, 
pressure or shocks, or constant strain 
due to body position. 

More than 40% of the occupational 
diseases were cases of dermatitis (vene- 
nata), i a skin inflammation caused 





MORELAND ACT COMMISSION 


Gov. Rockefeller Extends WC Study For 
One Month; Rate Reduction 
Awaits Court Decision 

Governor Nelson A. Rockefeller of 
New York announced on January 3 that 
the Moreland Act Commission ‘studying 
workemen’s compensation administration 
and costs in New York State will be 
continued for one month. 

A report of Moreland Act Commis- 
sioner Joseph M. Callahan to former 
Governor Harriman, made public Jan- 
uary 1, indicates there may be a slight 
decrease in WC rates for employers if 
the courts uphold the ruling of the New 
York Superintendent of Insurance elim- 
inating the “loss experience” item in the 
rate making. 

The ruling, opposed by insurance com- 
panies, is now pending in the Appellate 
Division of the Supreme Court. “At 
least,” said Commissioner Callahan, 
“there will be no increase in rates until 
the next rate filing, pending a court 
decision, despite the increase in benefits 
from $36 to $45 a week.” 

Mr. Callahan had been appointed Com- 
missioner in 1955 to continue the study 
of workmen’s compensation administra- 
tion and costs, which had been begun by 
the Moreland Act Commission in 1953. 

Mr. Callahan reported also: “Despite 
our close surveillance in this area for the 
past three-and-a-half years, no major 
or serious scandal or dereliction has been 
disclosed,” and despite the general Up- 
ward trend of government costs, “the 
costs of workmen’s compensation in this 
state have been kept on the decrease.” 


Baltimore Club Officers 


A. C. Bentz of New Amsterdam Casu- 
alty was recently named president of 
the Casualty & Surety Club of Balti- 
more. Other officers: vice president, 
Henry F. Kruelle, United States Fidelity 
& Guaranty; secretary, R. Glover Bauer, 
Ir, U.S.F.&G., and treasurer, C. M. 
Snyder, New Amsterdam Casualty. 

Newly elected directors are: Henry G. 
Henkelmann, Jr., Fidelity & Deposit, 
Fred J. Willey, Maryland Casualty, De- 
Verne Mueller, U.S. F .&G, and E. H. 
Weedon, New Amsterdam Casualty. 








by the local action of an irritant sub- 
stance, such as a chemical or external 
poison, 

Some common sources of irritation 
may be found in soaps and cleansing 
powders, petroleum products and distil- 
lates, dyes, paints, cosmetics, foodstuffs 
and poisonous plants. 

Dermatitis disabilities were generally 
of a temporary nature and less costly 
than most other occupational disease 
cases. The 1,549 dermatitis cases closed 
by the board in 1956 averaged $698 per 
case. 


Silicosis Cases Severe 


Silicosis cases, although relatively few, 
were serious and costly. Only 111 of 
the 3,715 occupational disease cases 
closed in 1956 were silicosis cases. These 
claimants, comprising only three per- 
cent of all occupational disease cases 
closed with awards, received indemnity 
benefits of $1,707,652, an average of 
$15,384 per case, which was more than 
one-fourth of all compensation awarded 
in occupational disease cases. Under the 
Workmen’s Compensation Law, compen- 
sation is payable only for total disability 
or death resulting from silicosis or other 
dust diseases, not for partial disability 
caused by the dust diseases. 

Miss Parisi pointed out that the seri- 
ousness of silicosis is evident in that 47 

cases, or two out every five silicosis and 
other dust disease cases closed with the 
awards in 1956, resulted in awards to the 
beneficiaries because of the death of the 
claimant due to the disease. 

Workers in all major industry 
groups were represented among the 
occupational disease cases closed in 1956. 
Manufacturing led the major industry 
groups with 1,852 cases. Tihe service 
industries were next with 890 cases, 
followed by wholesale and retail trade 
with 481 disabilities. 

An analysis of the causes of occupa- 
tional diseases showed that harmful 
substances, excluding dusts, but includ- 
ing such things as poisonous plants, food- 
stuffs, soaps, oils, dyes, ink, paint, or- 
ganic solvents, acids, alkalis, and other 
injurious chemicals were responsible for 
59% of such cases. 





Ben R. Turner, Jr. Dies 


Ben R. Turner, Jr., Indianapolis man- 
ager for the Fidelity & Deposit, died 
at his home on December 25 following 
a long illness. He was 54. 

Mr. Turner, who joined the company 
in 1924 shortly after graduation from 
Union College, Schenectady, N. Y., was a 
past president of the Surety Association 
of Indianapolis and for over ten years 
was co-chairman of the special committee 
for the Hoosier Plan for Agency Edu- 
cation. He had been an F. & D. branch 
manager for 29 years. 
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Report Work-Injury Rates Declining 


Work-injury rates for 1957 continued 
the general decline which has been evi- 
dent in recent years, according to a 
report by the Department of Labor’s 
Bureau of Labor Statistics. 

The all-manufacturing injury-frequency 
rate decreased from 12.0 injuries per 
million man-hours worked in 1956 to 
11.4 in 1957—the lowest rate ever re- 
corded, Rates for construction, trade, 
transportation, public utilities, and min- 
ing also declined slightly, while finance 
showed little change. In State and local 
government there were about as many 
increases as decreases, and the service 
industries and among departments of the 
Federal Government there were more 
increases than decreases, 

Of the 160 manufacturing classifica- 
tions for which data was available on 
both 1952 and 1957, 53 showed decreases 
in 1957 of 25% or more; 59, decreases of 
10 to 25%; 40, changes (plus or minus) 
of less than 10%; and only 8 reported in- 
creases of. over 10%. Among the 78 non- 
manufacturing classifications, 17 reported 
decreases of 25% or more; 25, decreases 
of 10 to 25%; 27, little change; and only 
9 reported increases of over 10%. 

The 10 highest-rate manufacturing in- 
dustries in 1957 were also numbered 





New Company in Iowa 


Iowa Insurance Commissioner O. P. 
3ennett and other state officials ap- 
proved incorporation of Amco Insurance 
Co., formed in Des Moines as a new 
stock company to write casualty, lia- 
bility and other types of insurance other 
than life insurance. 

The firm is authorized to issue up to 
$500,000 in capital stock (50,000 shares 
at a par value of $10 a share). 

Robert B. Goode is president of the 
company while Harold S. Evans is 
chairman of the board. 
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among the highest in 1952, but each of 
them had decreased its rate by 5% or 


more since that time, The same was 
true of most mining and other non- 
manufacturing classifications, A few, in- 


cluding such diverse activities as trap- 
rock quarrying, roofing and sheet metal 
contract work, and the Post Office De- 
partment showed significant increases. 
Most of the low-rate industries were also 
low in 1952, but many of them showed 
spectacular improvement over the earlier 
period. 

The severity of work injuries, as meas- 
ured by the number of days of disability 
for each million man-hours worked, in- 
creased slightly for manufacturing, from 
712 in 1956 to 754 in 1957. Death resulted 
from four of every 1,000 disabling work 
injuries in 1957; and some permanent im- 
pairment resulted from 68 of each 1,000. 
However, 92.9% of all disabling injuries 
reported in manufacturing were tem- 
porary in nature, with an average of 19 
days disability per case. The average 
for all cases, including standard time 
charges for deaths and permanent im- 
pairments, was 66 days. 

In contract construction, disability due 
to work injuries averaged 95 days per 
case and totaled 2,521 days for each 
million man-hours worked, Injuries in 
wholesale and retail trade averaged only 
42 days per case, and the standard sever- 
ity rate was 470. 





J. W. Myers Named Canadian 


Claim Mgr. of Lumbermens 


Joseph W. Myers has been appointed 
claim manager for the Canadian depart- 
ment of Lumbermens Mutual Casualty, it 
is announced by Leslie J. Flora, resi- 
dent secretary in charge of L umbermens’ 
Canadian operations. 

Mr. Myers joined the Lumbermens in 
1949 as adjuster in Toronto. From 1952 
until last February he served as claim 
manager in the Hamilton branch office. 
He then was promoted to assistant claim 
manager in Toronto. 

Mr. Myers succeeds C. C. Stearns who 
recently was named manager of produc- 
tion for the Canadian department. Mr. 
Stearns also is assistant to Mr. Flora. 


Koebel Elected by Kemper 


Carl H. Koebel has been elected an 
assistant secretary of American” Manu- 
facturers Mutual Insurance Co., a divi- 
sion of the Kemper Group. Mr. Koebel 
joined the organization in 1923 and now 
is procedures manager for the com- 
panies’ fire insurance division, 

He is past president of the Chicago 
chapter of the Systems and Procedures 
Association and currently is a member 
of the chapter’s board. He also served 
earlier this year on the Systems Engin- 
eering Advisory commission at the 
University of Chicago. 
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Gerber on State vs. 
- Federal Regulation 


IN ADDRESS TO TEACHERS 
Indicates Improved Professional Staff 
Conditions in Departments Would 
Help Cause of States 
Illinois Director of 
S. Gerber in a speech in Chicago to 
the recent annual meeting of American 
Association of University Teachers of 
Insurance discussed five points in the 
effective regulation of insurance industry. 
He declared that state regul: ation has 


Insurance Juseph 


been and is, performing adequately. 
“When one considers that it is regulat- 
ing an area of our economic life that 


is subject to constant change, if one 
truly understands the operation of the 
insurance business, he cannot help but 
agree,” Mr. Gerber asserted. “But far 
above all of this, all who are concerned 
with the preservation and integrity of 
local governments must continue to fight 
for and perfect local governmental oper- 
ations.” 

Continuing, Mr. Gerber said that the 
battle to preserve a way of life will be 
won in the Insurance Departments of the 
several states—and more than any other 
place it will be won by effective per- 
formance of the National Association o 
Insurance Commissioners. 

He listed these points as of “extreme 
importance” in the cause of state preser- 
vation. 1—Insurance Departments must 
be adequatedly staffed and budgeted. 
2—The regulators while they should ad- 
here to the authority vested in them, 
must give breadth and scope to new 
concepts which develop from day to day 
in ane insurance business. 

—NAIC must be made more effective. 
4 Seeds must face up to problems. 


5—Communication between regulators, 


industry and the public must be in- 
creased and improved. 
Need for Adequate Dept. Staff 
On the first point, Mr. Gerber stated 


that “if Insurance Bam vtge are to 
be charged with the responsibility of 
rate regulation, they must have men 
both in talent and number who are equal 
to the men of industry.” 

He pointed out, incidentally, that “all 
Insurance Commissioners who are elected 
by their states were recently re-elected 
with huge majorities.” Mr. Gerber took 
this to be “an endorsement by the citi- 
zens of their states.” 

As an example of the type of competi- 
tive forces that exist in the 
the speaker cited a case from his own 
state of Illinois. He sonsacked: “The very 
nature of the insurance business makes 
it highly competitive. There are certain 
factors which come into play over which 
good management and sound underwrit- 
ing practices have no control. Thus, in 
the County of Cook, we were subject to 
flood within a two-year period 
which resulted in approximately $15 mil- 
lion of damage. 

“The natural tendency was for the 
writers of homeowners coverage to close 
down their market facilities. This re- 
sulted in the smaller companies, compa- 
nies which had never been in this type 
of market, stepping in and to a great 
degree absorbing this shortage of mar- 
ketability.” 

Turning to the work of NAIC, Mr. 
Gerber pointed out that there is a lack 
of continuity of important committee 
work due to the termination of public 


business, 


losses 


office. “This is inherent in the American 
way of life,” he said. “If our dedication 
is so Pond we will create such pro- 


fessional staffs to carry on the continuity 
of research, drafting of legislation and 
study of the many problems facing the 
Insurance Departments.” 
Insufficient staff in various 
Departments, he suggested, prevents 
many Insurance Commissioners from 
taking a degree of responsibility on many 
issues affecting all states. In the light 
of the Federal problem, he feels the 
NAIC’s subcommittee to study the execu- 
tive secretary’s office will attack the 
problem from a broad and_ objective 
approach. 
Saying 


Insurance 


that 


face up 


regulators must 


F. L. Phillips of the F. & D. 
In Newark, Dies at 54 
Frank L, 


manager in the Newark branch office of 


Phillips, who was assistant 
Fidelity & Deposit, died recently in 
Mountainside Hospital, Montclair, N. J. 
after a long illness. He was 54. 

Mr. Phillips, son of the late Rev. 
William Sherman Phillips of Newark, 
joined the F. & D. in 1942 as a special 
agent and was named assistant branch 
manager in 1951. Born in Crisfield, Md., 
he was brought up in Newark. 

Active in church work, Mr. Phillips 
was a Hh Sie Tire of the W atchung Congre- 
gational Church, Montclair, and served 
for several years as chairman of its 
board of deacons. He is survived by 
his wife, a daughter, a son and two 
granddaughters. 


AMERICAN’S DIVIDEND | 
The board of directors of American 
Insurance Co. has declared a dividend 
of 32!%4¢ per share on the stock of the 
company, payable March 2, 1959 to stock- 
holders of record February 2 2, 1959. 





to problems Mr. Gerber queried: “In the 
light of the F.T c cases, isn’t it incum- 
bent upon the legislators of the 48 
states to see that proper legislation 1s 
placed on the books to cure such evils 
as the F. T.C. was intended to guard 
against ? 

He also referred to recent Federal 
mma ee in connection with Credit Life 
and A, & H.: “The fantastic growth of 
pert buying in the United States after 
World War II brought about the unusual 
growth of credit life and accident and 
health insurance. The industry and the 
regulators are aware of abuses which 
existed in this field. No one doubts the 
need for such legislation.” 

Finally, NAIC approved a, model bill 
after some six years. Mr. Gerber re- 
ported: 

“Everyone for or against the model 
bill took a stand, depending upon their 
particule ir operation. No one seemed to 
be concerned about the fact that the 
Langer Committee in Washington had 
received such information as_ branded 
this entire problem a most serious one. 
It took great perseverance and dedica- 
tion on the part of the regulators to 
finally prevail upon all to accept this 
model bill as a good, working piece of 
legislation, which would cure the abuses.” 

He declared that “if all are dedicated 
to the preservation of state regulation 
of the insurance business, then we no 
longer have time to procrastinate and 
delay, but rather now is the time to 
forget differences and accept the model 
bill as the best efforts considering all 
elements. We no longer are battling for 
a particular company or a particular seg- 
ment of the business. The choice is ours. 
We are now fighting to so perfect state 
regulation that the way of life so vital 
and so important to this country shall 
not be swept away. 

“We are no longer privileged to stail, 
to delay that which is necessary, for 
by so doing the business of insurance, 
probably the most important in our 
economy, will be ‘subjected to new con- 
cepts of regulation. 

“While I do not believe that Com- 
missioners should ever shut the door on 
interested parties, I do believe that 
sooner or later we will be compelled to 
place a statute of limitations on the time 
to be allotted on meetings and hearings 
concerning problems before the industry 
and regulators. Unnecessary delays do 
not serve the public interest, and reflect 
upon the regulators” he declared. 

“T am hopeful that there will be com- 


plete unanimity in the fight for the 
Credit Life and Accident and Health 
Sill. 


“it 4¢ my personal belief,’ Mr. Gerber 
observed, “that the state regulators have, 
can, and ‘will continue to resolve many of 
these problems and can most effectively 
regulate even in these areas where ques- 
tions of more effective regulation have 
been raised.” 


NEW JERSEY UCJF CHANGE 


Insurance Companies No Longer Con- 
tribute; Uninsured Drivers Must Pay 
$10 Per Year After June 1 
About 190,000 uninsured drivers in New 
Jersey face a $7 increase in fees levied 
by the state’s unsatisfied claim and judg- 
ment fund. The fees will increase from 
$3 to $10 on June 1, W. Lewis Bambrick, 
manager of the New Jersey UCJF an- 

nounced this week. 

The increase will not be felt by all 
drivers immediately after that date. 
Only those whose registration deadline 
falls after June 1 will begin paying 
the extra assessment this year. The 
increase was passed by legislation last 
year. 

Prior to the amendment insurance 
companies were required to contribute 
one half of one per cent of the amount 
of auto insurance they wrote in New 
Jersey. The uninsured drivers then 
made up the difference required by the 
fund. Now, no levy is made against :in- 
surance comp: inies. 

The fund totals an estimated $5,000,000. 
Mr. Bambrick said payments into the 
fund have totaled about $100,000 per 
month since June 1957, 

The new law also increased the max- 
imum amounts payable from the fund, 
effective January 1, 1959, to $10,000 for a 
single-person accident, $20,000 for a 
multiple-person accident and $5,000 for 
property damage. The previous limits 
were $5,000, $10,000 and $1,000. 

In addition, a person injured by or 
suffering property damage from an un- 
insured driver will no longer be barred 
from making claims of less than $200. 

The new law knocks out the minimum 
for bodily injury claims and reduces to 
$100 the minimum property damage 
claim. 





“Professional” Driving Aid 
“The Professional Touch,” a pamphlet 
aimed at reducing the number of off- 
the-job traffic accidents to industrial 
employes, has been published by the 
National Safety Council. 

The 12-page, multi-colored pamphlet 
says people can—and should—he as pro- 
fessional a driver as the men who drive 
trucks, buses and taxicabs for a living. 

“The professional touch,” it says, “is 
essential in handling a motor vehicle 
skillfully and safely.” 

Tips on how to drive professionally, 
and examples of where the amateur 
driver goes wrong are contained in the 


new publication. Single copies and in- 
formation on quantity prices may be 
obtained from the National Safety 


Chicago 


Council, 425 N. Michigan Ave., 
ati 


’ 





Left to right—E. Garrett Bewkes, Jr., 


of AMA’s Insurance Planning Council; 


NAMED BY MacARTHUR GROUP 


John S. McGuinness, Formerly With 
Allstate Joins Actuarial Staff; Was 
at Five Universities 


John D. MacArthur, president, Mac- 


Arthur Insurance Group, has announced 
the appointment of John S. McGuinness 
to the Group’s 


actuarial staff. He will be 


JOHN S. McGUINNESS 


working on casualty actuarial activities 
of the 12 companies affiliated with Bank- 
ers Life & Casualty Co. the parent 
company. Following study at the Uni- 
versities of Washington and Pittsburgh, 
he obtained Bachelor and Master of 
3usiness Administration degrees at the 
University of California. 

Mr. McGuinness did further postgrad- 
uate study at the University of Zurich 
and completed work for his Ph.D. at 
Stanford University where he completed 
a five-year insurance research project 
for the university. 

In 1955 he joined the Allstate as an 
associate actuary and remained with that 
company until his recent appointment 
to the MacArthur Insurance Group. 

Mr. McGuinness holds membership in 
the following insurance societies: the 
Casualty Actuarial Society, the Opera- 
tions Research Society, the Society of 
Chartered Property Casualty Under- 
writers and the Society for the Advance- 
ment of Management. 








Leo S. 
Karlin, Chicago; N. C. Flanagin, president, Lumbermens Mutual Casualty; J. C. 
Cristy, insurance manager, The Upjohn Co., Kalamazoo, Mich., who is a member 


Insurance Division manager; 


Casimir Z. Greenley, director, insurance 


and safety, International Minerals & Chemical Corp., Skokie, Ill., who is vice 

president in charge of the AMA insurance division; Joseph Dean Edwards, New 

York, and Thomas V. Murphy, manager, insurance department, Maryland Ship- 
building & Drydock Co., Baltimore. 
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Continental Ready With 
“65-Plus” Plan in East 


TUCHBREITER EXPLAINS IT 





Available in Seven-State Area to Men, 
Women 65 Years and Over During 
Enrollment Period Jan. 15-Feb. 2 





chairman of the 
took par- 


Roy Tuchbreiter, 
board of Continental Casualty, 
ticular pride in announcing this week in 
New York at a press conference and also 
to general agents of his company the 
availability of Continental’s new “65- 
Plus” hospital-surgical insurance plan in 
a seven-state area to men and women 
65 years of age or older. Mr. Tuchbreiter 
made clear that this plan, which requires 
no medical examination, will be available 
for only a limited enrollment period— 
January 15 to February 2—in the states 
of New York, Connecticut, New Jersey, 
Pennsylvania, Ohio, Maryland, Delaware 
and the District of Columbia. 

: 2 39 

He also pointed out that the “65-Plus 
policy contained no restrictions as to 
maximum age or physical condition, and 
that pre-existing ailments or disabilities 
would be covered beginning six months 
after the effective date of the policy. 
Other injuries or illnesses will be covered 
immediately, Mr. Tuchbreiter said. 


Costs $6.50 Monthly 


Continental has established a premium 
rate of $6.50 monthly for this policy, 
which is uniform in all states where it 
has been sold with exception of Iowa 
where the rate is $6 monthly. It was in 
lowa that Continental first introduced 
“65-Plus” insurance in the fall of 1957 
and the initial production results there 
were encouraging, 

The policy will provide benefits up to 
$10 per day for hospital room and board 
for a maximum of 31 days for each con- 
finement. In addition, up to $100 is al- 
lowed for miscellaneous hospital ex- 
penses, and from $5 to $200 for surgical 
fees, depending on surgery required. 

There are no limits to the number of 
hospital confinements in any one year 
or other period of time. However, bene- 
fits for successive confinements for the 
same condition are limited to the maxi- 
mum payable for any one confinement 
unless they are six months or more 
apart. If six months have passed, full 
benefits are again available. 

Mr. Tuchbreiter further stated that 
once issued the “65-Plus” policy may not 
be canceled or modified by the company 
except for non-payment of premium, un- 
less all “65-Plus” policies issued in a 
given state are canceled or so modified. 

It was noted that the policy will not 
pay for hospital and surgical expenses 
covered by workmen’s compensation or 
occupational disease law or those result- 
ing from war. Also not covered are ex- 
penses incurred in any VA hospital or 
any Federal, state or local government 
hospitals where the majority of the 
patients are mental or tubercular cases. 


How Policy May Be Purchased 


This new type hospital-surgical insur- 
ance will be offered in the seven-state 
area through keyed coupon ads to an 
estimated 5,660,000 people 65 years or 
older. The ads, large sized, will appear 
in successive Sunday editions as well as 
some daily editions of about 77 news- 
papers in 11 Eastern major market areas, 
and with reduced newspaper schedules 
only being placed in 17 secondary mar- 
ket areas. 

Senior citizens may enroll automat- 
ically as Continental policyholders sim- 
ply by sending in coupons with name, 
address and age together with the first 


(Continued on Page 34) 





Elsie Hepp Heads Women’s 
A. & H. Club of New York 


ELSIE HEPP 


Elsie Hepp, agency secretary in Con- 
tinental Casualty’s eastern department 
in New York, was recently elected presi- 
dent of the Women’s Accident & Health 
Club of New York. Previously she held 
this post in 1953-54 and was returned to 
office by popular vote. 

Phylis Matheson of Marsh & McLen- 
nan was elected vice president and Helen 
Janis, vice president of James R. Gar- 
rett, Inc., was named secretary-treasurer. 

A major activity of the club was its 
Christmas gift of 100 toys to the orphans 
at St. Clair’s Hospital, Brooklyn. This 
is an annual project. 

The club has completed its 10th year 
and has a membership of 50. 

Miss Hepp, newly elected president, 
is one of the best known A. & H. 
women in New York. She will observe 
her 35th anniversary with Continertal 
Casualty in March, having spent her 
entire business career with this comnany. 

Miss Hepp is now on a 13-day Carib- 
bean cruise which will take her to Ha- 
vana, Nassau, St. Thomas in the Virgin 
Islands, Martinque and Trinidad. 








Actuary. 


already in operation. 


ferred. 








GROUP A&S ACTUARY 


Entry into the Group Accident and Sickness 
line provides an immediate opening for a qualified 


Group program will develop substantial volume 
quickly. Responsibilities can include future develop- 
ment of Individual Accident and Sickness policies 


Associate or Fellow of Actuarial Society pre- 


Resumes should include experience, education 
and age. All replies held in strictest confidence. 


ALLSTATE INSURANCE COMPANIES 
7447 Skokie Blvd. 


Long Term Key Man 
Plans Recommended 

IN JOHNSON & HIGGINS STUDY 

Points Out One Man in Three Age 35 


Will Suffer Three-Month Dis- 
ability Before 65 








The average man stands more of a 
chance of being disabled for three 


age 65 than he does of 
dying before that retirement age. This 
conclusion is reached in a just 
issued by Johnson & Higgins, New York 
and 


months before 
study 
insurance brokers 
employe benefits and pension plans. 

The study that 
third of all individuals reaching 35 years 
of age will be disabled for at least three 
months before reaching age 65, and 10% 
or more of these disabled will be per- 
manently disabled. 

When such a disability occurs, reported 
the study, it often reveals a serious gap 
in executive protection from the stand- 
point of the executive, his family, and 
the company management. 


Indefinite Liability 


Many companies are currently operat- 
ing on the “individual case” method, 
where disabled individual is carried on 
full or part salary for some period based 
This, the 


consultants on 


reveals nearly one 


on a management decision. 

Johnson & Higgins study points out, 
leaves management faced with an in- 
definite iz ability and the disabled per- 


son with no idea of what he can count 
on. 

After showing the other disadvantages 
of many current systems, the Johnson & 
Higgins employes benefit specialists point 
out that the long-term disability insur- 
ance contract is “gaining rapid accent- 
ance.” Such contracts pick up where the 
company’s salary continuance plan leaves 
off and cost between 1 and 2% of the 
payroll of pz irticipating employes. “With 
employes contributing,” the study savs, 
“employer costs should not exceed 1% 
of payroll.” 

Here are two plans using these insur- 
ance contracts that the Johnson & Hig- 
gins study cites as typical: Company 
A: Salary continuation plan runs from 


three months to a year based on em- 
ploye’s length of service. When con- 
tinuation salary stops, disability plan 


picks up and pays 50% of first $2,200 of 
monthly salary for a 24-month period. 
Beyond that point, benefits drop to 25%, 
or a maximum monthly benefit of $550. 
3enefits continue until retirement date. 
prior to recovery, or death, and are not 
affected by other benefits from the pen- 
(Continued on Page 34) 
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V. J. Skutt Reveals Big 
New Program for 1959 


MUTUAL OF OMAHA’ S 50th ANNIV. 





To Feature Golden Anniversary Plan of 
Lifetime Protection; Putting Emphasis 
on Coverage for Senior Citizens 


V. J. Skutt, president of Mutual of 
Omaha, in a New Year’s message usher- 
50th 


introduction of a 


ing in his company’s Anniversary 


year, announced the 


new program of policies in which the 


major interest is centered on “providing 


maximum insurance protection for the 
largest number of people possible at the 
lowest cost.” At the same time Mr. 
Skutt pointed to a “new high” in prem- 
ium income achieved by Mutual of 
Omaha in 1958. 

Known as the Golden Anniversary 
plan, Mutual’s program is presently being 
introduced to the company s agencies by 
three teams of training, sales and under- 
writing experts. To date over 50 inten 
sive two-day schools have been held in 
some 20 states. The plan was given a 
pilot test in the Omaha general agency 
last August and its production increased 
14% in the first three weeks after the 
plan’s introduction. Florida was the next 
state where introductions were made and 
healthy business gains resulted. Each 
introduction has been accompanied by a 
revision of the company’s “Underwriting 
Appraisal of Physical Histories,” a guide 
book for field underwriters. 


Flexible Pattern of Lifetime Protection 


In full page ads run by Mutual of 
Omaha in introducing the program in 
some areas, President Skutt describes it 
as “a truly flexible pattern of lifetime 
protection.” In turn, D. D. Ulfers, un- 
derwriting vice president, points to the 
emphasis ple iced on protection for senior 
citizens. “We have always been a leader 
in this field—over 35% of our hospital 
policies are on folks over age 65. In 
our new plans we even include in the 
original policy the exact statement of 
coverage available when the policyowner 
becomes 65. In addition we offer a com- 
plete line of hospitalization insurance to 
policvowners through age 74, and our 
new income protection policies are avail- 
able through age 69.” 

Mr. Ulfers further said that the 
Golden Anniversary plan offers basic 
income protection plans with a lifetime 
benefits provision. “This means,” he 
explained, “that we will pay the policy- 
owner for life as long as he is totally 
disabled by accident or confined to home 
or hospital with sickness. Renewal may 
be refused only in case of deception or a 
change to an uninsurable profession. 
Furthermore, insureds cannot be singled 
out for an increase in premiums—rates 
can be changed only by class.” 

Attention was also called to a new 
short-term income protection plan de- 
signed to augment coverage during time 
of specific need, such as when raising 
a family or buying a home. “This family 
income plan makes possible maximum 
protection at a reasonable premium,” said 
Mr. Ulfers. 


Tie-in with Social Security Benefits 


Another major feature of Mutual’s new 
program is an income protection plan 
which ties in directly with benefits avail- 
able under social security disability in- 
surance. Known as the “Paymaster” this 
policy is designed to complement S.S.D.I. 
by providing monthly benefits until the 
policyowner reaches age 50, the age at 
which S.S. disability benefits may start. 
It is stated in Mutual’s ads: “The Pay- 
master pays $108.50 a month to age 50, 
when you can’t work because of dis- 
abling accident or confining sickness, as 
provided in your policy, starting before 
age 49y. For such sickness or accidents 
starting after age 49%4, you collect 
$108.50 a month for up to six months. 

“In addition, up to $25 is paid for 
medical treatment of non-disabling minor 


injuries. After retirement, or age 65, 
whichever is earlier, the special senior 
age coverage applies. It pays $150 a 


(Continued on Page 34) 
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Dr. Dickinson Favors Jenkins- Keogh 
Bill to Encourage Savings for Old Age 


Dr. Frank G. Dickinson, who recently 
retired from American Medical Associa- 
tion as director of its bureau of medical 
economic research, gave the American 
Association of University Teachers of 
Insurance at its annual meeting Decem- 
ber 28 in Chicago the benefit of his 
thinking on the subject, “Health Insur- 
ance for Retired Persons.” Admitting 
that this subject is far too broad for a 
short paper, Dr. Dickinson confined him- 
self to expressing his personal opinions 
on some basic questions which he posed. 

However, he made a specific sugges- 
tion as to the type of Federal legislation 
which, he thought, would be helpful in 
encouraging self-employed persons to 
save for old age. Dismissing the Forand 
bill, he said: “If the time has come to 
consider spending Federal tax money to 
provide free hospital and surgical care 
for the 10 to 12 million persons eligible 
to receive, or actually receiving OASIT 
benefits, one may question whether the 
Forand bill is the wisest use of Federal 
revenues. 

“What I have in mind is a bill some- 
what similar to H.R. 10 which passed the 
House but not the Senate last summer. 
This bill is commonly referred to as the 
Jenkins-Keogh bill. It would encourage 
the self-employed to save for old age by 
providing tax deferment on reasonable 
amounts set aside in a taxable year for 
the purpose of providing income after 
age 65 or 70. This same device could 
also be used to encourage savings by any 
taxpayer to finance medical and hospital 
care during the retired years.” 


Annual Set-Aside of $100 Per Taxpayer 


Dr. Dickinson explained that the an- 
nual set-aside in a taxable year might be 
limited to $100 per taxpayer and would 
be placed only in restricted funds of the 
types provided in the Jenkins-Keogh 
bill. “The accumulation of these savings 
in funds designated by the Secretary of 
the Treasury,” he said, “would be pri- 
marily a savings function until retire- 
ment age was attained. After that these 
accumulated funds could be used only to 
purchase health insurance on a current 
basis or some form of a medical or hos- 
pital care annuity, or to postpay medical 
and hospital bills during the retired 
years. 

“Such legislation should be carefully 
drawn so that the savings could be used 
only for the stated purpose, and the 
deposits and accumulation of funds pre- 
scribed by regulations promulgated by 
the Secretary of the Treasury. In the 
taxable year itself the set-aside of a 
maximum of $100 would not be taxed 
but the income derived therefrom during 
retirement would be subject to current 
.income taxes—tax deferment, not tax 
free. This temporary loss in Federal in- 
come tax revenues would be for the 
purpose of solving a problem for young 

taxpayers as well as old taxpayers. For 
the younger taxpayers this contingency 
could not arise for many years. 

“Such legislation would clearly put us 
on the right track, encouragement of 

savings during the working years of life 
to finance medical and hospital expendi- 
tures during retirement.” 


Answers to Basic Questions Posed 


The following is a summary of the 
answers given by Dr. Dickinson ta the 
basic questions posed in his paper, all 
dealing with the problem of health in- 
surance protection for retired persons. 


1. What is the role of life insurance in 
financing the terminal illness or acci- 
dent ? 


ANSWER: Meeting the cost of the 
illness is one of the reasons for buying 
life insurance. In 1957 $1.1 billion in 
death claims were paid by life insurance 
companies on account of the deaths of 
policyholders age 65 or over. Hence sell- 
ing more life insurance is a good wav 
to provide funds for meeting the costs of 
the last illness, which is usually the 


most exepensive illness for retired per- 
sons. 

2. Does prepayment diminish in 
portance as one grows older? 

ANSWER: Yes, there is a tendency 
for persons as they grow older and no 
longer have dependent children to think 
more in terms of postpayment. This 
tendency, however, is really sales resist- 
ance among older persons to the pur- 
chase of health insurance coverage. 

3. Has the present generation now ap- 
proaching age 65 had a greater oppor- 
tunity to save than the generation 
which attained age 65, say, 20 years ago? 

ANSWER: The generation now ap- 
proaching retirement is much _ luckier 
than the generation which retired, say, 
20 years ago during the depressed con- 
ditions of the 1930’s. Personal savings 
per capita are seven times as high. This 
is a lucky generation. But those now 
aged 80 or 85 years of age and over were 
not so fortunate. Any consideration of 
the health insurance problem of the en- 
tire population aged 65 and over as a 
homogenous group is rather foolish. 


im- 


Saving During Working Years 


4. If accumulation during the working 
years of life is the ultimate solution, is 
the current national problem one of sav- 
ing or one of insurance? 

ANSWER: The central problem is 
savings during the working years of life. 
These savings may take the form of life 


insurance and annuities, savings ac- 
counts, direct ownership of securities, 
property, etc. Pensions are becoming 


an increasingly important part of these 
savings. The ultimate solution of the 
problem of health insurance for retired 
spree is now in sight. 

Will the increase from 15 to 20 mil- 
ine persons age 55 and over necessarily 
aggravate the problem? 

ANSWER: Of the present 15 million, 
probably 3 to 6 million are outside the 
market for voluntary health insurance. 
If savings and other provisions for old 
age per 100 persons reaching age 65 or 
later retirement age each calendar year 
can be brought to a satisfactory level, 
the emphasis upon the expected increase 
in the number of older persons from 15 
to 20 million is hardly warranted. 

6. Is the prospect of lengthening life 
much beyond three score years and ten 


realistic or fantastic? 

ANSWER: Expectation of life at birth 
has increased almost 23 years in the 
first six decades of this century, but it 


will increase only about two years during 
the 1950’s. The further increases above 
70 years will come slowly during the rest 
of this century. In fact, there is good 
reason to doubt that expectation of life 
at birth in the year 1999 will be much 
above 75 years—indeed, it may not reach 
75 years. Infant mortality reductions, 
which produced so much leverage on 
expectation of life at birth, cannot con- 
tinue because the rate is down to 24% 
now. Moreover, if there were no deaths 
during the first 45 years of life, ex- 
pectation of life at birth would rise only 
from 70 to 74 years. 

“In the absence of medical progress 
of fantastic proportions, the problem of 
health insurance for retired people dur- 
ing the rest of this century does not 
involve implications that we are now en- 
tering an age of Methuselahs. Rather it 
should be assumed that three score years 
and ten is a plateau for length of life.” 


Named A. & S. Gen’l Agency 

Excel Brokerage Co., Inc., of 92-03 
173rd Street, Jamaica 32, New York, has 
been appointed a general agency for The 
American Life Insurance Co. of New 
York it was announced by William E. 
McKell, president. Excel Brokerage does 
a large multiple line business and has a 
wide following among brokers in the 
entire Metropolitan area. 





Many Cause A. & H. 
Over-Utilization 


TOLD 


UNIVERSITY TEACHERS 





Associate Prof. O. D. Dickerson Says 
Patients, Doctors, Hospitals and In- 
surers at Fault; Fee Schedule Snags 





Over-utilization in health insurance 
was discussed at the recent meeting in 
Chicago of the American Association of 
University Teachers of Insurance by O. 
D. Dickerson Ph.D., CLU, CPCU, as- 
sociate professor of insurance at Florida 
State University. The speaker indicated 
that all concerned with health insurance 
—patient, physician, hospital and insurer 
—can contribute to over-utilization of 
health insurance protection. 

Dr. Dickerson, whose book “Health 
Insurance” will be published later this 
month by Richard D. Irwin Inc., said 
hypochondriacs frequently cause over- 
use of health insurance. Also articles on 
medical matters in popular magazines 
frequently cause a rash of claims. 

Psychosomatic illness and accident 
proneness, the speaker pointed out, pres- 
ent a different situation, the disease or 
injury is real, but is produced by mental 
or psychological factors rather than by 
readily identified pathogens or unsafe 
conditions. Psychologists, he said, have 
attempted to explain these phenomena on 
two grounds—a sub-conscious desire to 
punish one’s self for real or imagined 
guilt or a desire to escape the cruel world 
of reality to the security of the sick-bed. 

Motives for deliberate malingering, Dr. 
Dickerson observed, may be either 
simply to collect insurance benefits, get 
a rest in bed, a free baby-sitter, or else 
to build up a substantial liability claim 
against a third party. 


Physicians Contribute to Over Utilization 


Physicians may contribute to over- 
utilization in many ways. Since his re- 
lationship with the patient is closer than 
that with the insurer, the doctor’s sym- 
pathies tend to give the patient the 
benefit of the doubt where possible. This 
apparently leads to a somewhat round 
about way of obtaining benefits. The 
speaker explained: 

“The physician can be motivated to 
modify the diagnosis or recommend 
treatment to conform to the coverage of 
insurance policies. Where the policy cov- 
ers treatment only if performed in a 
hospital, the physician may order hospital 
admission even when the condition might 
well be treated in his office or in a 
clinic. Where the policy does not cover 
alcoholism or nervous or mental disease, 
he may devise some diagnosis such as 
‘exhaustion, malnutrition, avitiminosis.’ ” 

Dr. Dickerson also described the at- 
titude of doctors who look upon the in- 
sured patient as one having increased 
ability to pay. He told of a friend of 
his who received a bill for $17, informed 
the doctor he had Blue Shield, and some- 
time later received notification from the 
Blue Shield that it had paid $45 to Dr. 
X (meaning multiply ?) 


Fee Schedule Plan Has Its Snags 


A set fee schedule plan has gained 
favor in recent times. However, Dr. 
Dickerson detailed some snags in this 
method. “Such schedules tend to be set 
at the prevailing average level of fees 
in the community. However, once set, 
the physicians will tend to charge all 
insured patients at least as much as the 
schedule provides for. Since most pa- 
tients will be insured, this will raise the 
average and there will soon come a de- 
mand for an increase in the fee schedule 
so that insurance benefits will at least 
equal the average. This may happen 
again and again, and the constant pres- 
sure for increased fees may continue un- 
til the physicians are either charginz 
everyone the same fees (the old maxi- 
mum) or until they recognize that the 
same figure cannot be simultaneously 
the minimum and the average of a vary- 
ing series. 

“This subtle upward pressure,” Dr. 
Dickerson remarked, “is probably much 
more significant than deliberate gouging 
on the part of physicians.” 

The speaker also urged hospital ad- 


Zurich Will Now Insure up 
To $250,000 Under New Plan 


The Zurich-American Insurance Com- 
panies have announced a program for 
providing high indemnity accidental 
death insurance that can cover the in- 
sured up to a quarter of a million dollars. 
Minimum amount issued is $15,000. The 
plan also can include accidental dismem- 
berment benefits in the same amount as 
for accidental death. 

The insurance is issued by the indi- 
vidual accident and sickness division and 
is written on an annual basis. It covers 
the insured 24 hours a day, at home, at 
work, and at play. 

In announcing the plan, W. C. Wood- 
yard, superintendent of the accident and 
sickness department, described it as “a 
means by which a family man can estab- 
lish an accident estate program with 
high benefits at a very nominal cost.” 
He further emphasized the need for 
accidental death insurance by stating 
that there are 95,000 accidental deaths in 
the U. S. annually, of which motor- 
vehicle accidents account for 38,500 

The high indemnity insurance program 
also offers additional optional coverages: 
Weekly accident income protection, 
minimum $25, maximum $250, and acci- 
dent medical expense reimbursement in 


$1,000 amounts from $1,000 to $5,000. 





Uniform Claim Form Okayed 
By Arkansas Comm. Combs 


Approval of a standard hospitalization 
insurance form recommended by hospital 
associations and the medical groups 
has been announced by Arkansas Insur- 
ance Commissioner Harvey G. Combs. 

It requires all insurance companies 
selling A. & H. to use a standard form 
approved by the State Insurance Depart- 
ment 

Arkansas Medical Society contended 
doctors and patients were confused 
because of the various claim forms 
issued by companies. 

A special committee of physicians, 
hospital administrators and insurance 
representatives studied the change at 
the request of Mr, Combs. The com- 
mittee also has been studying complaints 
against insurance companies in the A. & 
H. field, but has not yet submitted a 
report on their findings in this study. 





Insurance Men Prominent 


In N. Y. Safety Council 


Greater New York Safety Council re- 
elected its president Dr. Norvin C. 
Kiefer to a third term as president. Dr. 
Kiefer is chief medical director of the 
Equitable Society. 

Other insurance figures elected were: 
Directors, M. J. Pitre, vice president, 
Fidelity & Casualty of New York, and 
Carlton E. Vanderwarker, vice president 
and general manager of the Eastern 
division of American Mutual Liability. 

Dr. George M. Wheatley, third vice 
president, Metropolitan Life, was re- 
elected a vice president of the Safety 
Council. 





ministrators to share the responsibility. 
All too often, he said they look on 
health insurance primarily as a device to 
keep their hospitals filled with paying 
patients. “They cannot evade their re- 
sponsibility particularly, since the 
hospitals are the ultimate risk-bearers 
in most Blue Cross plans.” 

Insurers can contribute, esnecially with 
policies which provide fixed cash pay- 
ments on a valued basis, regardless of 
actual costs. These may permit the 
claimant to make a profit unless the 
dollar amounts are quite small. Dupli- 
cation of benefits, he added, also presents 
a problem, even greater. 

Closing his talk, Dr. Dickerson de- 
clared that “American ingenuity should 
be sufficient to preserve the voluntary 
health insurance movement from destruc- 
tion at the hands of the dishonest, care- 
less and morally weak minority.” 
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AtltAmerican’s Volume Soars As Result 


Or “Build It In Gold For E. E. 


Field representatives of All American 
Life & Casualty of Park Ridge, II. 
recently completed a six weeks’ produc- 
tion campaign, honoring their president, 
E. E. Ballard, which was the most suc- 
cessful sales effort in the company’s 
history. An increase of 57.1% was shown 
in life insurance sales over the same 
period of 1957 and the previous A. &S. 
record was shattered by a 36.7% gain 
in volume for this line. 

Theme of this campaign was appro- 
priately “Let’s Build It in Gold for E.E.” 


’ Drive 


couraging letters, design posters 
speed the processing of business. 

The company’s publications—“The All 
American Weekly,” the monthly “Spot- 
light” and the employe bulletin “Inside 
All American” carried reports and 
photographs of the “Gold Brick Build- 
ing’ progress. Incentive and descriptive 
prize bulletins were also sent to repre- 
sentatives at their homes. 

Announcement of the campaign win- 
ners was made two days before Christ- 
mas, They were James D. Holland, Des 


and 


ar 


AMERICAN 
“URE ACASBALTY CO 


BUILD I IN 


A replica of the new All American 
building was placed in the company’s 
reception room prior to the Start of the 
drive, the idea being to fill in the shell 
with “golden” miniature bricks. Each 
app received was translated into gold 
bricks and laid on the building. Then, 
a few days before formal announcement 
of the campaign, a teaser in the form 
of a gold brick was sent to each general 
agent. Campaign posters, showing agen- 
cy quotas, personal quota sheets for each 
representative, contest folders and minia- 
ture paper gold bricks arrived later. 
Attached to each application was a 
paper gold brick carrying a personal 
message to President Bailard. These 
messages became increasingly clever 
toward the close of the campaign. 


Home Office Personnel Included 


One of the factors which helped to 


make the campaign successful and 
_ smoothly handled was the decision to 
include home. office personnel in the 
event. Each employe was given the 


Pe opportunity to sponsor an agency dur- 


ing the campaign. Everyone approved 


5 | the idea and went all out to write en- 





Jay C. Ketchum to Leave 


Michigan Blue Cross Mar. 1 


Jay C. Ketchum, executive vice presi- 
dent and general manager of Michigan 
Medical Service (Blue Cross) and for- 
mer Deputy Insurance Commissioner, is 
leaving his present post March 1 to 
become executive vice president of 
Health Service, Inc. and Medical Indem- 
nity of America, Inc. in Chicago. 

Announcement was made by ‘De -L. 
president of Michigan 


plans in the U. S. and Canada. 

Mr. Ketchum has managed Michigan 
Blue Shield since 1941, Earlier he was 
Senior vice president of the D. F. Brod- 


© erick companies and secretary- -treasurer 
> of Great Lakes Casualty, Detroit. He is 






a member of the Blue Shield Commission 
and headed the Council of Medical Care 
lans for two terms. 


GOLD FoR i BS 





Moines agency head who exceeded his 
quota by the greatest percentage; and 
personal producers, Fred W. Weddle of 
Thayer, Ind., attached to the R. K. 
Riley Agency; Jack H. Brust, Gibson 
City, IJI., Don E. Brust, Ransom, III. and 
Frank C. Brust, Dwight, Ill., all of the 
John N. Metropulos Agency. 

President and Mrs. Ballard will enter- 
tain these winners and their wives in New 
Orleans this month, A gala four day hol- 
iday has been planned for them. In addi- 
tion to the top prizes for these five lead- 
ing couples, each representative who met 
his quota received a personally inscribed 
gift of appreciation from Mr. Ballard. 

Home office sponsors who had win- 
ning agencies also received appreciation 
gifts. 

All American Life & Casualty regards 
this campaign as a perfect example of 
an effort triggered toward a_ specific 
goal. Success was due to complete co- 
operation from field and home office 
teams alike. 


Three Agents’ Courses Set 
Kemper Group has issued its schedule 


for agents’ resident training courses at 
the Mutual Insurance Institute in Chi- 


cago. The four-week programs — in 
winter, summer and fall — will include 
demonstration and survey work and 


classroom instruction by executives of 
Kemper Group. Latest developments in 
property and casualty insurance will be 
reviewed. 

The courses have been conducted each 
year since 1946. They have graduated 
1,028 to date. 

The first 1959 course will run January 
26 through February 21. Other courses 
will be held June 1-June 27, and October 
26-November 21. 





TRAVELERS APPOINTS THREE 

The Travelers recently appointed two 
assistant actuaries, John W. Ainley and 
Edward M. Smith, and Edward J. Sal- 
monsen was named statistician ‘in the 
casualty, fire and marine department. 





YEAR-ROUND A. & H. TRAINING 


Provided by Mutual of Omaha; 
Francisco School Opened; Name 
Wood, Salerno and Lea 

Mutual of Omaha has established a 
training the San Francisco 
area. Classes will commence January 12. 
The new school will augment the com- 
pany’s permanent schools in Omaha and 
Pittsburgh. 

Vice President Howard Dewey an- 
nounced that C. Thomas Wood has been 
appointed chief instructor, assisted by 
S. A. Salerno and Frank Lea. Describ- 
ing it as one of Mutual of Omaha’s big- 
gest expansion moves, Mr. Dewey told 
something of the company’s seven-year 
old permanent training program: Over 
6,000 men have attended the intensive 
training schools and have received super- 
vised field training. The school was 
established to provide the company’s 
representatives with a more comprehen- 
sive understanding of the sales and pro- 
gramming possibilities of A. & H. in- 
surance. Policyowner service is also a 
part of the curriculum. 

“Now we have 16 full time instructors,” 
Mr. Dewey said. “These men instruct 
in the school program for 45 weeks each 
year—so that we have a continuous 
program of training in progress.” An 
average of over 26 men were schooled 
each week in the United States schools 
during the past 12 months. 

Jerry Greguska, director of sales train- 
ing, said Mutual is the only firm in the 
industry providing a year-round school 
exclusively for health and accident coun- 
seling. He said “the program has re- 
ceived national recognition from the 
public and the industry.” He added that 
only field-trained representatives in- 
struct in the schools. “Tom Wood, for 
example, is a veteran producer from 
Decatur, Illinois; while Salerno had his 
field training in Indiana and Frank 
Lea was a top producer in Virginia, Our 
Pittsburgh school, under the direction 
of Dick Roy, is composed of six veteran 
salesmen while the Omaha school has a 
comparable staff. The Omaha area is 
guided by Hugh McAteer, training 
director in that region.” 

Mr. Greguska said that the success 
of this training is twofold. It provides 
career-training field representatives and 
helps develop top-level management per- 
sonel. Many company general agents 
and home office officials are graduates 
of this program. 


San 


school in 





Promise Not to Cut in On 
Blue Shield Coverages 


At a hearing conducted by Pennsyl- 
vania Insurance Commissioner Francis 
R. Smith, three Blue Cross agencies gave 
assurances of their intentions of guard- 
ing against infringing on Blue Shield 
services in offering out-patient coverage 
to subscribers. 

Blue Shield offers insurance for phy- 
sician bills. Blue Cross insurance covers 
hospital expenses. 


The hearing was conducted on pro- 
posed expanded services by the Blue 
Cross agencies: Hospital Service Plan 


of Lehigh Valley, Capital Hospital Serv- 
ice, covering central Pennsylvania, and 
the Hospital Service Association of 
Western Pennsylvania. 

In amending their original proposals, 
they stipulated that out-patient diagnos- 
tic services will be paid “only when per- 
formed in the hospital and billed by the 
hospital—not the doctor.” 

It was contended by the Pennsylvania 
Medical Societv and Blue Shield that 
under the wording of the original pro- 
vosals the Blue Cross organizations could 
infringe on their contracts. 

Capital Hospital Service at the same 
time said it would offer the extended 
service only to its Group subscribers in 
the central Pennsylvania area. The other 
two plans said they would offer the ex- 
tended service to all their subscribers. 
Capital contended that it had no statis- 
tics upon which to base an additional 
rate for the extended service to indi- 
viduals. 


Insurance Dept. Cuts 
Disability Reserve 


RELEASES  $5,300.000 FUNDS 





Majority of Companies to Return Re- 
serves to Policyholders Except in 


Case of Over-all Loss 





The New York Insurance Department 
has reduced reserve requirements under 
the disability benefits law releasing $5,- 
300,000 of such reserves which the major- 
ity of companies have indicated to the 
Department will be returned to policy- 
holders except in instances of an over-all 
loss to the carrier. 

In a letter to companies Superintend- 
ent Wikler said: 

“Tt is estimated that 
reserve of carriers will be reduced from 
around $26.5 millions as of December 31, 
1957 to around $21.2 
cember 41, 1958, Assuming the deduction 
of an assessment in 1959 
ance carriers of around $1.8 millions for 
the sick unemployed, only 4 of which 
would need to be restored in 1959, this 
would result in an aggregate reserve as 
of December 31, 1959 of around $20 
millions, which, in our opinion, is the 
lowest level of reserves consistent with 
safety and prudence. ES 

“While policies of insurance providing 
the benefits required by the Disability 
Benefits Law do not obligate the in- 
surer to account to the policyholder for 
the reserves established to meet the 
contingent liability for assessment under 
that law, New York Hotel Insurance 
Fund v. Prudential Insurance Company 
et al., 1 Misc. 2d 245, a 1 App. Div. 952 
case 13; Motion for leave to appeal 
denied 2 App. Div. 745; Motion to Ap- 
peal denied 2 N Y 2nd, 706, such policies 
are nevertheless subject to applicable 
provisions of the Insurance Law, includ- 
ing the requirement that the apportion- 
ment of any dividends or retroactive re- 
funds shall be on an equitable basis to 
continuing and terminating policyholders. 
In connection with this matter the De- 
partment sent out a circular letter to all 
carriers under date of September 3, 
1957 in order to ascertain the pros- 
pective attitude of carriers as to return- 
ing all or a substantial portion of its 
released reserve in the event that the 
Department reserve requirements were 
lowered. Of the replies received from 
thirty companies, the majority of com- 
panies indicated that their dividend or 
retroactive rate refund formulae con- 
templated the return to_ policholders, 
provided the experience under the Group 
policy justifies it, of approximately the 
amount of the reserve reduction.” 


the aggregate 


millions as of De- 


against insur- 





Broadened Blue Shield 


Coverage in Virginia 

Virginia’s State Corporation Commis- 
sion has approved endorsements to Blue 
Shield medical contracts under which 
subscribers, effective January 1, will be 
able to obtain at extra cost additional 
coverage to provide for diagnostic X- 
ray and laboratory services for patients 
who are not in hospitals. 

Allowances for X-ray and laboratory 
services will be in line with regular Blue 
Shield schedules for such services for 
hospitalized patients. Amounts are up to 
$50 for both diagnostic X-rays and labor- 
atory services during each consecutive 
12-month period on a standard contract 
and up to $100 on the comprehensive 
contract. 

The additional services will cost a 
single subscriber 66 cents more per 
month on the standard contract and 90 
cents on the comprehensive schedule. 
For subscriber and family, costs will 
increase $1.42 per month on the standard 
contract and $1.90 a month on the com- 
prehensive. A subscriber and one minor 
child may obtain the additional coverage 
on the standard contract for $1.04 a 
month and for $140 a month on the 
comprehensive contract. 



























Great-West Life’s Major rea a In 
A.& H. Plans Include Three New Lines 


ay” 
(lifetime accident, 60 months sickness); 


Co. 
—- 


The Great-West Life Assurance 
Winnipeg, has announced a major 
styling of its individual accident and 
health portfolio, introducing three new 
lines of policies, including non-cancel- 
lable and guaranteed continuable con- 
tracts. 

The new lines are: the non-cancellable 
and guaranteed continu: ible Maximum 
Protection series of A. & H. income 
replacement plans; the Economaster, 
commercial income replacement contracts 
for accident only and accident and sick- 
ness; and the Dollar Guard series of 
guaranteed continuable medical expense 
plans. 

The Great-West Life is considered the 
only major Canadian life insurance com- 
pany in the individual A. & H. field and 
the largest Canadian insurer of Group 
health. 

The new portfolio was introduced to 
the company’s U. S. and Canadian branch 
managers at a series Of regional meet- 
ings during the past few weeks; meet- 
ings at the branch level followed to 
merchandize the portfolio to agents from 
coast to coast. 

The new program was_ formulated 
after two years of intensive research 
and was greeted enthusiastically by the 
company’s field force. 


Augments Canadian Govt. Plans 


In Canada, the Dollar Guard medical 
expense plan has been specially designed 
to augment the standard ward care pro- 
vided in government hospitalization 
plans. Government hospitalization is in 
force in eight out of the ten Canadian 
provinces. 

Features making the new 
ticularly attractive include: A 
premium scale which means that A. & H. 
premiums will no longer increase with 
age while a policy is in force; Premiums 
based on age-nearest-birthday, adding an 
“age-change” appeal to A. & H. buying; 
Occupational classifications have been re- 
duced to four major divisions making it 
easier and quicker to handle sales. 

Also a new type of combined applica- 
tion for both A. & H. disability income 
and life ocecthonn eliminating forms, and 
making it easier for the agent to make 
a double sale; an agent’s underwriting 
guide in handy form has been produced 
to provide valuable, on-the-spot refer- 
ence to probable company action. 


plans par- 
new level 


“Autopay”, the Great-W est automatic 
monthly premium system, is now avail- 
able for monthly A. & H. premiums; 
New policy forms have been designed 


for maximum readability and smart ap- 
pearance; Completely revamped sales 
aids have been introduced to support 
agents’ selling efforts. 


Non-Can. Guaranteed Renewable Series 


All plans in the new Maximum Pro- 
tection series are non-cancellable and 
guaranteed continuable to age 65. The 
series contains four types of plans: Max- 
imum Protection “18” (lifetime accident, 
18 months sickness); Maximum Protec- 
tion “36”; Maximum Protection “120”: 
and Maximum Protection “65” (lifetime 
accident, sickness to age 65). 

The basic benefit for accident provides 
monthly income for total disability for 
as long as 24 months in the insured’s 
“own occupation”, and lifetime in “any 
occupation”. The basic sickness :benefit 
provides oy | income for total dis- 
ability for 18, 120 months, or to age 
65—the first 24 sath for “own occupa- 
tion,” the balance of the benefit period 
for “any occupation.” 

Optional starting dates are available 
on all plans while optional benefits in- 
clude “accident-partial disability,” and 
“accidental death or dismemberment.” 
The Maximum Protection plans are 
available to employed men aged 18-55. 

The “Economaster” series is a develop- 
ment of the commercial type of coverage 
the company had previously been pro- 
viding. It comprises three basic plans: 
Economaster “24” (lifetime accident, 24 


months sickness); Economaster 
and Economaster “Accident.” 

Basic benefits follow the same prin- 
ciple as those applied to the Maximum 
Protection series. Optional starting dates 
are also available and the optional ben- 

efits are similar to those under the Maxi- 
mum Protection series. 

The Economaster “24” and Econo- 
master “Accident” are available to men 
and women subject to certain age limita- 
tions; the Economaster “60” is available 
to men only. 


Liberal “Total Disability” 


soth series of plans are subject to a 
new and liberal definition of “total dis- 
ability.” This states: “During the first 
24 months the monthly income benefit is 
payable while the policyholder is unable 
to work at his own occupation. There- 
after, it is payable while he is unable to 
work at any gainful occupation for which 
he is reasonably fitted by education, 
training, or experience.” 

Both series have a retroactive waiver 
of premium benefit, effective after 90 
days of continuous disability. Premiums 
will be waived during the “total dis- 
ability” period. House confinement is 
not required for income benefits in either 
series. Each series contains a liberal “re- 
current disability” provision. 

In the United States, the guaranteed- 
continuable Dollar Guard medical ex- 
comprises lifetime hospital 


pense series 
and surgical plans and a major medical 
plan. 

The hospital and surgical plans are 
guaranteed continuable for life for adults 
and to age 21 for children. Benefits can- 
not be altered in any way while the 
policy is in force without the policy- 


holder’s consent; premium rates cannot 
be changed unless rates for all policies in 
the same class are changed. The plans 
are governed by a deductible in order 
to provide broader coverage at lower 
cost. Deductibles vary from $25 to $100 
depending on the plan. The policies will 
be issued to adults 18 to 60; children 
are eligible upon 3lst day after birth 
to age 18; new born children are auto- 
matically covered (if not in hospital) 
without increase in premium for the cur- 
rent premium period. 

The liberal benefits include daily hospi- 
tal benefit payable for 365 days for each 
confinement up to age 65, and 31 days 
thereafter blanket surgery benefit: a 
miscellaneous hospital expense benefit; 
and a single-sum maternity benefit. 


Major Medical Plans 


This plan is also available to both 
families and individuals and is guar- 
anteed continuable in the same manner 
as the hospital and surgical plans. Issue 
ages are the same, also; however new 
born children are covered from birth 
with no extra premium if the plan al- 
ready covers other children. The plan is 
governed by. a $500 deductible and the 
maximum for each accident or sickness 
is $7,500 for each person. 

Eligible medical expenses include hos- 
pital charges for medical service and 
supplies; physicians, surgeons, regis- 
tered nurses fees; diagnostic X-Ray and 
laboratory fees; prescribed drugs and 
other necessary medical services, sup- 
plies, and equipment. 





Employers’ Group Posts 

Employers’ Group announces the fol- 
lowing appointments: Lloyd C. Smith, 
Jr., resident manager of the Southern 
department, succeeds Hubert L. Black- 
well who retired after 33 years with 
the companies. 

Elmont J. Marois was named assistant 
manager of the southern Ohio claim 
department. Messrs. Smith and Marois 
joined the companies in 1941. 

William S. King was appointed resi- 
dent manager of the Group’s Pacific 
department in Los Angeles. He joined 


Mutual of Omaha Plans 


(Continued from Page 31) 


month for up to 12 months during hospi- 
talization for sickness or accident, and 
$5,000 for accidental death. 


New Hospitalization Policies 


In its new hospitalization plans Mu- 
tual is offering in most states $25 a day 
in daily room benefits for as long as 
500 days. The company guarantees that 
the plan will offer at least 30 days of 
benefits after age 65. Up to $250 is paid 
for maternity benefits, depending on the 
daily room benefit. A feature of the 
plan, acclaimed by the field forces, is 
the variety of miscellaneous benefits 
available. One particular provision it is 
noted, allows for full payment of the 
first $100 of miscellaneous expenses and 
for 80% of the balance of these ex- 
penses up to $1,000. A policy rider to 
help pay for doctor’s calls can be added 
to these plans. 

On all these income protection and 
hospitalization plans Mutual is offering 
a renewal safeguard feature. This means 
that the policy cannot be cancelled be- 
cause of a change in the health of the 
insured—regardless of the number of 
times benefits have been paid. 


Teamwork in Introducing Plan 


Calling attention to merchandising 
techniques Mr. Skutt said that the direc- 
tors of the teams introducing the new 
policy include: Bruce Moredick, assist- 
ant director of sales training ; Hugh Mc- 
Ateer, Omaha area training director; and 
Richard Roy, Pittsburgh area training 
director. Sales training staff men are 
S. A. Salerno, Al DeBlanc, Hugh Paschal 
and Thomas Wood. Mutual’s Chief Un- 
derwriter Donald Egr and his assistants, 
William Palais and Jess Batchelder, are 
handling technical underwriting problems 
at the introductory schools. The adver- 
tising and public relations experts are 
G. E. “Terrv” Bentz, R. T. Copenhaver, 
Don Lidolph and Howard D. Vann. 

In Mr. Skutt’s opinion Mutual of 
Omaha in its Golden Anniversary pro- 
gram “has answered the critics of in- 
surance who are trying to stampede us 
into a wholesale forfeiture of our free 
enterprise system. In addition, this plan 
is a complete and thorough endorsement 
and implementation of each of the fine 
recommendations put forth last month 
by the HIAA on individual insurance.” 


Johnson & Higgins Study 
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sion plan or from Social Security ben- 
efits. 

Company B: Benefits start after 90- 
dav waiting period, and consist of one- 
third of the first $10,000 of base pav. 
They continue to age 65 in case of acci- 
dental disablement. or for 10 years (or 
age 65 if earlier) in the event of sick- 
ness disability. 





Advantages for Employer, Employe 


Johnson & Higgins sees these ad- 
vantages for employers using this in- 
surance: 1. Premiums are tax deductible. 
2. It makes possible hudgetable exnense. 
as opposed to the unknown liabilities of 
self-insurance. 3. Benefits can be made 
available to a select groun of employes. 

4. The insurance eliminates “guess- 
work” and the need for “charity-tvne” 
decisions. 5. It builds emplove good will, 
helns attract qualitv personnel. 

The Johnson & Higgins snecialists cite 
these advantages for emploves: 1. In- 
surance provides tax-free income in 
realistic amounts. 2. Where contribu- 
tions are required, they buv more pro- 
tection at lower cost than any _ indi- 
vidual plan. 

3 Financial futures are assured with 
savings and life insurance protected. 4. 
The need for postnoning adequate medi- 
cal attention is minimized Morale 
and incentive are boosted by removing 
worry over financial future. 





the company in 1934 and served in 
various capacities in Boston. Chicago, 
Milwaukee, Denver and New York 


(assistant resident manager 1951-53). 
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month’s premium. In this connection Mr.) 





# 


Tuchbreiter indicated that insurance bro.) 4 


kers or any Continental Casualty agent” 


will be encouraged to sell the “65-Plus”! 


policy. In response to a reporter’s ques- 
tion he said: “We do not do a direct 
business.” Commission to brokers is 
$1.75 per policy. 


$1,000,000 Advertising Budget 


When asked about the size of the 
advertising appropriation for the new 
policy Mr. Tuchbreiter said that $1,000,- 
000 has been set up as the current 
budget, covering expenditures for news- 
paper advertising, radio and TV spots 
in all areas where the plan is introduced. 
“More money will be spent if necessary,’ 
he added. 

Maurice R. Greenberg, Continental’s 
assistant vice president in charge of 
advertising, added that this budget was 
divided 64% to newspapers, 22% to tele- 
vision and 14% to radio. Radio and TV 
spots will be coordinated to urge reader- 
ship of newspaper ads, he said. 

Another reporter asked how the $6.50 
rate was set and he was told: “This com- 
pares favorably with comparable cover- 
age for younger age groups. Such a low 
premium is made possible by low proc- 
essing and handling costs and by volume 
enrollment.” 


The Market Potential 


The Continental’s experience in mar- 
keting the “65-Plus” policy in Iowa in 


1957 was so encouraging that it was de-— 


cided to extend it to three other midwest 
states—Illinois, Wisconsin and Indiana. 
Then, late last year (December 23) it 
was offered in California. To date 50 
persons who are 100 or more years of 
age have enrolled in the plan. 

Mr. Tuchbreiter estimated the number 
of persons 65 or over living in each of 
the seven states now being added to the 
plan as follows: 

New York, 1,527,000; Connecticut, 219,- 
000; New Jersey, 499,000; Pennsylvania, 
1,054,000; Ohio, 848,000; Maryland, 202, 
000; Delaware, 31,000, and District of 
Columbia 68,000. 

Continental experience indicates that 
more than one out of four in the 65-plus 
age group is hospitalized each year, he 
commented, In addition to a greater in- 
cidence of hospitalization, oldsters pay 
an average hospital bill 76% greater than 
younger people because of longer con- 
finement. 

Mr. Tuchbreiter predicted that seniors 
in the seven-state area will incur hos- 
pital expenses this year totaling more 
than $642 million. 

“Nearly everyone under retirement age 
has been able to get some form of hos- 
pitalization insurance, but most senior 
citizens have not been able to obtain it” 
except in scattered instances where it” 
was possible to continue or convert 427 
Group policy after retirement,” Mr 
Tuchbreiter declared. ‘ 

“Continental is offering the ‘65-Plus 
plan to fill a tremendous unmet soci 
need, and because we feel it is a sound) 
business proposition for both insured) 
and the company. / 

“We hope to lead the way for private © 
enterprise to solve this major social 
problem before the Government steps_ 
into it, We believe that American senior 
citizens want to be self-supporting and” 
are looking to our business system to] 
provide sound methods to help them) 
achieve their goals with dignity,” Mra 
Tuchbreiter concluded. 

Continental’s board chairman was as 
sisted at the press conference, which 
was held in Hotel Roosevelt, New York 
by Louis C. Morrell. vice president ing 
charge of all A. & H. operations, and 
Assistant Vice President Greenberg. 
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PRES. ROCHESTER C. & S. ASSN. ~ 
Edward F. Walsh, United States Fil 
delity & Guaranty, has_ been electell 
president of Rochester (N. Y.) Casualty 
and Surety Managers Association. [Lev 
Hazen, Aetna Casualty & Surety wa 
named secretary-treasurer. 
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Jack fell down and broke his crown 
And Jill came tumbling after 


Sounds somewhat improbable but then that’s 
the nature of accidents — improbable, unex- 
pected, difficult to reconstruct. And aren’t there 
a lot of them! More than 20 serious accidents a 
minute, on the record. 


Are the Jacks and Jills and Moms and Dads in 
your community protected against the shower 
of hospital and medical bills that follow acci- 
dents? They should be. A Travelers field man 
will be happy to help you set up an Accident 
solicitation program. 
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The Travelers was the first company to write ac- 
cident insurance in America. Today, the Com- 
pany offers a wide array of up-to-date Accident, 
Sickness and Hospitalization contracts. 


And they back up every policy with 4,000 ex- 
perienced claims people in more than 250 loca- 
tions throughout the U.S. and Canada. 


We'll be happy to tell you more about The 
Travelers contracts and the opportunities open 
to you. Call the nearest branch office or general 
agency for details. 


; THE TRAVELERS 


INSURANCE COMPANIES, HARTFORD 15, CONNECTICUT 


All forms of insurance including 


Life * Accident * Group * Fire * Marine * Automobile * Casualty * Bonds 
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A continuous 
training program 
3 to keep advancing 





his career! 





— 


The day a person decides to join New York Life, his training begins. Through 
regular classes, homework and individual conferences, he covers all the specially 
written Nylic texts which constitute the three-part Nylic Training Course. 


Part One covers insurance fundamentals and basic Nylic selling techniques. . . 
then goes on to single-need selling, merchandising insurance, selling through 
service, multiple-need and total-need selling, expanding markets, and marketing 
mass coverages. Part Two covers program selling through planned security. 
Part Three covers business insurance topics such as: reaching the businessman; 
solving sole proprietor, partnership, corporation and key man problems; 

estate conservation; selling the estate owner; and tax procedures and guides. 


Career conferences, advanced underwriting seminars, work shops and club meetings continue this 
training to keep increasing the agent’s know-how—and advancing his career. Also, the Nylic 
Agent who desires to enroll in C.L.U. study courses receives the full assistance of the Company. 


This continuous training, combined with his enthusiasm and ability, helps explain why the 
Nylic Agent is so successful—and why New York Life policies are so widely accepted. 


New York Life 





ah aalE, 
Thorough career < 
asses ix | THE NEW YORK LIFE AGENT Insurance i Cag Company 
oe ees BE 51 Madison Avenue, New York 10, N.Y. 
another reason why... | 1S A GOOD MAN TO KNOW 


A MUTUAL COMPANY FOUNDED IN 1845 
i Life Insurance * Group Insurance + Annuities 
Accident & Sickness Insurance « Pension Plans 
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